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With Mobilized Stocks and Closed Ranks---The 


Drive Starts! 


to meet present conditions can be compared 

with the selective draft, which assures for 
our country the best of our manhood for the big 
drive, weeds out the unfit, and assigns the inter- 
mediate groups to their proper places. As the nation 
has mobilized its forces in the battle for the right, so 
it is gradually mobilizing industry, pointing the 
general way to efficiency, and directing by official 
limitations the channel: of trade. 

More than any other industry, we in the shoe field 
have anticipated the trend of things, and through the 
widest trade co-operation have more than kept pace 
with our Government’s desires. As these desires 
have been made manifest we have seen immediate 
results in the producing end of the shoe and leather 
business directly affected. 

But only about two thousand producers of leather 
and shoes are providing for the needs of fifteen times 
that number of merchants handling shoes at retail; 
and upon this great body of business men rests the 
ultimate responsibility for conservation of shoe labor 
and materials! 

Trade leaders join the Government in pointing the 
way. From the retail field itself comes the voice of 
A. C. McGowin, representing the War Industries 
Board, saying: “There are no restrictions whatever 
upon the retailer; there are no restrictions whatever 
upon the wholesaler. The restrictions begin at the 
source—first, the maker of the leather; second, the 
manufacturers of the shoes.” And Mr. McGowin 
“The wearers of shoes... can buy 


Te mobilization of a stock of shoes necessary 


continued: 


anything the retailer offers; the retailer can sell any- 
thing he owns; he can sell anything he has on order, 
and anything he may buy, or be able to buy, from the 
manufacturer, because it is the manufacturers who 
are restricted.”” There is the road for the merchant, 
clear and straight. 

From the manufacturing field comes plain warning 
to merchants against “‘placing orders carelessly with 
but one idea in view, that of saving money by fore- 
stalling advance in prices, for if sizes and widths are 
not right, or stocks are unbalanced, it makes no 
difference what the price may be, you are due for a 
loss ultimately which no saving in original cost can 
overcome.” 

There is a warning on finances from the same source. 
In the financing of advance purchases, there is a 
feeling in many quarters that “the manufacturer 
cannot share the burden further than to pile up raw 
materials and labor costs in advance, for both of 
which he has to pay promptly.” The same authority, 
therefore, does “not believe it wise policy on the part 
of retailers to buy larger quantities than normal 
unless they can see their way clear to easily finance 
such’ purchases.” 

Related to the matter of finance is the interest 
manifested in the “trade acceptance,” . officially 
favored by the National Shoe Retailers’ Association, 
and officially endorsed by the Federal Reserve Board. 
Perhaps we shall see during these war days some 
action towards giving practical effect to retail and 
official opinion in this matter. 

(Continued on page 30) 
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New Tennis Prices Announced 
United States Rubber Co.’s Price-List Shows Moderate Advances 


which the company has added, many of which are so markedly 
desirable and attractive that, taken in connection with the 
widespread advertising of the company during the present sea- 





HE United States Rubber Company followed its precedent 
of a year ago and published its new tennis price-list Au- 


gust 1, anticipating by a month its record previous to 1917. 












As was to be expected, the prices show a fairly high advance, 
though when it is considered that the prices of labor and materials 


have greatly enhanced in the last year, this advance is both 










reasonable and justified. 

In order that the trade may see the changes in prices, we are 
printing here a tabulated list showing in parallel columns those 
of August 1, 1917, and August 1 of the present year. 

Roughly calculating, the advance averages 25 to 30% though 







in some cases it is less, and in none, or possibly only one or 





two, where the higher percentage given is charged. 
It might be well said here that cotton, both in the raw material 





and in the manufactured duck, figures fully twice as high as a 





year ago and nearly four times that of two years ago, and al- 
though rubber is cheaper, it cannot offset this heavy advance. 
As it is well understood that labor is all the way from 50 to 














100 per cent higher, and with costs of materials steadily increas- 


An attractive tennis shoe display which sold many pairs 












ing, the Government demand for heavier taxes and the possibil- for the J. Keck Co., Akron, Obi 
e J. 0. io 
ity of future labor demands—all of these being likely to occur at : ‘ 
any time—it would not be remarkable if these prices were super- son and its plans for the future, they are likely to be in heavy 
seded later in the season by still higher ones. demand for the coming season. 





The comparative table of prices is as follows: 





Space is not available here to mention the several new lines 
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Illinois Shoe Retailers’ Convention, Peoria, July 23, 24 and 25 


Training Clerks to Be Real Salesmen 


Timely and Helpful Plans Based on Actual Experience in the 
Retail Shoe Store 


By WM. WAEGNER, Aurora, Ill. 
Before Illinois Shoe Retailers’ Association Convention 


of dissatisfied clerks. 


& is my conviction that you cannot make real salesmen out 
To make satisfied clerks you must give as well as receive, 


and possibly give more than you receive to start with. When I 
say give, I mean that a man should decide how much he can 
afford to pay them based on future worth. Then too, remember 
that salary is not all that appeals. Give words of encouragement 
now and then, words of appreciation. A congenial employer and 
congenial surroundings work wonders and make for efficiency. 


Encouragement Other Than 
Pay Envelopes Necessary 

There is not a man in this room who does not enjoy a compli- 
ment from the other fellow; it’s like a tonic.. Similar doses now 
and then given to the man under you, are just as soothing and 
will help to build him up. Reciprocity counts. 

I have heard this sort of thing called “Salve.” I know of con- 
cerns who hand out lots of it but are slow in handing over the 
money. Not so many years ago I myself labored for a concern 
imbued with that spirit, never getting a raise in pay without 


asking for it, and believe me I hated to ask. I never had a 


vacation with pay, in fact was docked for all time off duty. 
When I was about to be married I had to ask for another raise 
to get $15 per week and also had to plead to get a few days off. 
Both were finally granted, but I was scared stiff all the while I 
was away for fear I might meet with the fate of some of my 
predecessors. Why? Because this concern had found that the 
most convenient way to rid itself of a man’s services was to let 
him go on a vacation and while away write him that his serv- 
ices were no longer needed. Well, I was more lucky than some 
of these who have gone before, for I was allowed to return and 
retain the job, sticking to my post for several years there~ 
after. 

While so situated however, I always planned and schemed to 
get into business for myself and fully resolved that should that 
day ever come, no man should have to work for me under such 
trying conditions. The day finally dawned about twelve years 
ago, and the resolution has held good ever since. 


In the past and up to date, I have found it to my best interests 
to hire young men and train them to my liking. In hiring men 
I try to find out whether they just want a job or whether they 
really would like to sell shoes. If possible I aim to find out just 
why they care to serve as salesmen. Needless to say that I do 
not consider the fellow who only wants a job. 

Train your clerks to have a thorough knowledge of all goods 
carried; keep them busy during spare time by working them in 
stock. In no way can they gain a better understanding of it. 


Knowledge of Shoe Construction 
and Foot Anatomy Needful 


Every salesman should be thoroughly acquainted with the 
construction of a shoe and should have a clear conception of 
leathers and their variety in the making, and by this be able 
to talk shoes intelligently to the prospective customer. 

Training clerks to be real salesmen means that they should 
be thoroughly schooled in the art of fitting. Fitting shoes is 
more than just covering a foot. A measure stick alone will not 
always tell you the size; study the foot and use common sense. 

In order to be a real salesmen I believe a clerk should study 
the anatomy of the foot. There are several courses of instruction 
available along this line. I have found that men on the floor 
who possess this training are a very valuable asset in stimulating 
the sale of the many corrective foot appliances which most of 
us know, today, form a very profitable part of the shoe business. 

Train clerks to avoid the use of a much abused word in con- 
nection with the shoe business,—the word “guarantee,” which 
is nothing more than a trouble maker. It is an unnecessary word 
in the vocabulary of a good salesman, who has plenty of other 


good points to talk about. 


Power of 
Suggestion Essential 
Clerks should be trained in the power of suggestions. A sug- 
gestion at the right moment, one or more, is really a service to 
the customer. Without having suggested it, the patron might 
(Continued on page 30) 
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Trimming Stocks 


An Outline of One Merchant’s Policy 


for Placing His Retail Shoe 


Store in Line with the Spring Style Policy 


By GEORGE E. PEIRCE 
President Rhode Island Shoe Retailers’ Association 


FOREWORD—The views of a representative merchant, expressed to the “Recorder” in the following article, we 
believe to be indicative of the patriotic attitude of the retail trade generally. There is no disposition to be stampeded by 
the Spring limitations, which do not in any way affect immediate retail buying or selling policies, yet there is the wise 
determination to prepare in time. Every style for Fall and Winter already meets the wishes of the Government as ex- 
pressed when the season’s plans were being considered: every such style is a patriotic style, to sell until no longer in 
stock or available from producers. Dominating Mr. Peirce’s view is the keen desire to do the business man’s patriotic 


duty, and his ideas will be read with interest—KEditor. 


N order that the retail shoe merchant may best handle the 
stock on hand and to be received for Fall to meet the recom- 
mendations of the War Industries Board and to get his 

stock shipshape for the Spring selling campaign, I think that the 
retail merchant should offer his merchandise this Fall at prices 
that will appeal to the public, and will at the same time allow 
him a satisfactory profit. I further believe that the public will 
demand shoes that are truly patriotic, and 
will want to wear those styles that are in 
keeping with the recommendations made 
by our Government. 

In the matter of slow moving stock, I 
think that each merchant, perhaps, can 
solve this question, as there are no two 
stores where the same rule would apply. It 
has been my experience, however, that re- 
liable merchandise offered to the public at 
an attractive price, honestly advertised as 
to what it is and why it is marked at such 
a figure, will usually move without much 
difficulty. 

The merchandise which we have received 
for our Fall trade, that is, goods which will 
be shipped to us in August and September, 
we had bought before the Government re- 
commendations were instituted. While we 
have some novelties bought we shall endeavor 
to dispose of these goods as fast as possible, 
and put our business in line to work with 
the Government in any way it desires. 

I appreciate the consideration that the 
War Industries Board has given to the re- 
tailers of shoes, and I think it has been very 
lenient in its request. I cannot help but feel that the plans laid 
out and the recommendations made, will be a good thing for 
shoe merchants in general, and be of great assistance in helping 
them to conform their business to whatever recommendations 
the War Industries Board may make from time to time. 





An Unusual Specialty Store 
Works with a Factory on Special Lines 


Less than three years ago the Kirkpatrick & Beers Co. opened 
a small store at 1309 Euclid Ave., Cleveland, Ohio. Instead of 
trying to cover all the ground from babies to old women this 


GEORGE E. PEIRCE 


store confined itself to one particular idea—and that idea was 
women’s shoes of style and character to sell at $5 a pair, no more, 
no less. When prices began to advance by leaps and bounds it 
was generally predicted that this little store would either have to 
follow the price tendency upward or get out of the game. How- 
ever, they did neither one. They stuck close to their text, bought 
good shoes, many of which were merchandised on a very close 
margin, but by keeping down overhead and 
striving to increase volume they have been 
able, not only to weather the storm, but to 
make an enviable position for themselves in 
the retail circies of that busy city. 

Recently they opened a second store on 
West 25th St., Cleveland, of precisely the 
same character as their original store, and a 
third one is now contemplated. Not only 
have they done this but they have given a 
cue to a manufacturer from whom they 
originally bought most of their shoes and 
this factory has now quit catering to the 
general trade and is making only women’s 
shoes to sell for $5 a pair, every pair of 
which is either welt or turn. The price of 
materials and labor finally reached the point 
where this factory thought they would be 
unable to supply this store with shoes that 
they could retail at a profit at $5 a pair, and 
so stated to the store manager. The buyer 
for the store went into this factory and there 
he found many small lots of leather, topping 
materials, top facings, sock linings, etc., that 
this factory had had on hand for some 
time but were unable to dispose of because 
quantities were too small to make up into orders as they came 
in from the retailers whom they were serving at that time. 
It happened that this was a slack season for the factory. They 
wanted work, so these small lots of materials were placed to- 
gether and made into very handsome and desirable combinations 
and at a price that yielded a handsome profit to this little $5 store. 
A little later this manufacturer found that he could buy these 
small batches of leather and trimmings from the producers at 
prices far below the regular market. Immediately he turned 
his attention to doing this very thing, and as a result a string of 
women’s $5 specialty shoes are now in operation which are sup- 
plying attractive footwear for “women, who in war-times do not 
care to pay more.” 

Mr. Kirkpatrick recently said that grays had been leading 
browns in their stores and thinks they will be good for Fall, but 
he believed that the new color restrictions would prove beneficial 
rather than detrimental in the $5 specialty game and that they 
were with the Government tooth and toe-nail on the new recom- 
mendations. 
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F, & R. Lazarus Co. Expanding 


Rapid Growth of This Columbus, Ohio, Firm 
Makes Additional Space Necessary 
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is reported as being rapidly improving and it is expected that he 
will soon be in his office again. 

Billy was taken suddenly ill two weeks ago and was rushed to 
the Salem Hospital, where he was immediately operated wpon. 
The operation was successful, however, and 
several days ago he was removed to his 








home. 

‘His many friends in the trade will be 
greatly relieved to hear of his marked 
improvement. 





Regent StoreR econstructed 


New Orleans Firm Shows Faith 
in Future of Men’s Business 


That the men’s shoe business is going 
strong in the South is demonstrated by the 
view of the reconstructed Regent Store of 
New Orleans. 

In remodeling this store, certain definite 
ideas of harmony were minutely worked out. 
The lighting system is unique and individ- 
ual, the lighting fixtures having been de- 
signed and made for this particular store. 
The color scheme of “Regent blue” is car- 
ried out in carpets, wall and ceiling decora- 
tions and sign work, all of which harmonize 
with the cartons. 

The Regent trademark, featured promi- 
nently both outside and in, is brought force- 








When, in 1909, the F. & R. Lazurus Com- 
pany moved into the handsome six-story 
building at High and Town Streets, - it 
seemed that the space would be ample for 
many years to come. Such, however, was 
not the case. From time to time additional 
ground space has been purchased. The 
last parcel to be acquired has a wide frontage 
on High Street, adjoining their present 
building on the north. Part of the building 
is now being utilized by this progressive 
firm as employees’ cafeteria, rest rooms and 
similar purposes. 

Owing to Government need for steel and 
other materials for war purposes, no exten- 
sive changes will be made till 1921, when a 
new building will be erected, to conform in 
structure and appearance with the present 
building. 

T. H. Siebert, merchandise manager for 
the shoe department, who, by the way, has 
four assistant buyers, in a sentence or two 
told the story of this store’s growth when 
he recently stated, “The shoe business of 
this concern is showing steady and constant 
gains, and is now three and a half times its 
size of five years'ago. This is largely due to the general 
growth of the entire store, progressive, up-to-date methods, 
and careful mefchandising of good wares.” 





‘Billy’? Bridgeo Improving 
William G. (Billy) Bridgeo of Allen-Foster-Bridgeo Company, 
Lynn, Mass., who was operated upon recently for appendicitis, 


fully before every customer who enters the 
store. 











The double row of chairs through the center of the store 
furnish seating capacity for sixty customers. 





W. S. Cruickshank, sales manager of the Victor Shoe Co., 
Salem, Mass., is rejoicing on the birth of a little girl, who came 
into his household on Tuesday, July 16. 





Business as usual now may mean no business later. 








28 BOOT AND SHOE RECORDER 





Aug. 3, 1918 

















oe 
One of the Attractive 
Show Windows of 
the New Grossman 
Store. Background 
of Circassian Walnut 
New Ground Floor 
Store of Grossman 
Bros., State and 
Randolph Streets, 
Chicago 
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Grossman’s New Store One of America’s 
Biggest 


The opening of the ground floor addition to Grossman’s on the 
corner of State Street and Randolph Street, in the Masonic 
Temple Building, Chicago, will give the Grossman store an 
advantage which it never has enjoyed downtown before, that 
is, a ground floor opportunity of displaying its merchandise in 
fifteen show windows at one of the busiest intersections in the 
country. 

Grossman’s will retain the large second floor quarters of the 
Masonic Temple, which allows 8,000 square feet of floor space 
and holds 390 chairs. The ground floor addition totals 3,800 
square feet, accommodating 100 chairs. The first floor will be 
largely devoted to the sale of men’s shoes, although one or two 
lines of women’s will be handled. A private and spacious stair- 
way leads from the first floor to the second, where elaborate 
arrangements are made to take care of the women’s trade. 

The store is finished throughout in beautiful Tiffany colored 


oak. 

One of the best features of the ground floor additions is the 
windows, which have received favorable comment from many 
local merchants. Here the background is of wood finished in 
rich Circassian walnut. The fixtures are made of French plate 
glass one inch thick, and are equipped with adjustable sockets so 
that either the left or right shelf can bé fastened at any point 
of the upright, thus eliminating the building-up process. 

Grossman’s regularly employs 100 clerks, and on sale days and 
Saturdays as many as 175 shoe clerks can be counted. 





Besides this enlarged store, Grossman’s also operates an up- 
stairs store in the Republic Building; and also four ground floor 
stores located in the outlying shopping centers of the city. 


Colors for Spring 1919 


Sslections Have Been Decided by War Industries 
Board 


WASHINGTON, D. C.—The Hide, Leather and Tanning 
Materials Section of the War Industries Board has made its 
selection of colors for shoes for Spring, 1919. The selection has 
been made as a result of various samples which tanners submitted 
to shoe experts of the Section, and standard colors include a 
dark brown or tan and a medium brown or tan. Various skins 
and leathers used in the shoe industry are grouped into 3 classes 
as follows: (1) Side leathers, calf and kip skins; (2) goat and kid; 
(3) ooze leathers. 

In a letter to tanners of upper leather the Section says in part, 
on this subject: “We fully appreciate the fact that it may be 
difficult for you to exactly match these colors; however, we 
request that you confine your colors of brown or tan which 
shoe manufacturers are to cut after October 1, 1918, to as close 
to these two colors as possible. In arriving at this conclusion, 
this Section has conferred with representatives of the allied shoe 
and leather industry from tanner to retailer and this decision is 
based upon information furnished by these representatives.” 








Give up your luxuries that the Kaiser may be made to give up 
his ambitions. 
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Boston Shoe Trades Club a Model of Comfort and Convenience 











Main Dining Room and Grill Room in the New Home of the Boston Shoe Trades Club 





x 





Labor and Wage Changes 


WASHINGTON, D. C.—The experts of the Bureau of Labor 
Statistics in connection with their monthly employment figures 
in the boots and shoes and leather industry have the following 
to say in connection with wage changes in those industries during 
the month of April, this year. 

“Boots and shoes—One establishment reported an increase of 
15 per cent, but failed to state the number affected. One plant 
granted increases of 14 per cent and 10 per cent, affecting 1244 
per cent and 76% per cent of the employees, respectively. Six 
plants gave a 10 per cent increase—four to all of the employees, 
one to 81.2 per cent of the force, and one to 80 per cent of the 
force. One firm gave a few increases, and another establishment 
reported an increase, but made no statement as to the amount of 
the increase or number affected. f 

“Leather—An increase of approximately 15 per c2nt, affecting 
about 50 per cent of the entire force, was granted by one estab- 
lishment. Two plants reported an increase of 10 per cent, which 
affected all the employees in one plant and 70 per cent of the 
force in the other, while a third plant gave an increase to the 
entire force of approximately 10 per cent. About 40 per cent 
of the employees in one establishment received an increase of 
approximately 7 per cent. All the employees in three estab- 
lishments received an increase of 5 per cent, while another plant 
granted an increase of 5 per cent and a 5 per cent bonus for all 
‘full time’ workers, to 60 per cent of the men. Another plant 
reported an increase, but failed to state the amount of increase 
or number affected.” 


In connection with a comparison of employees and payrolls 
for April of this year and last year in boot and shoe factories 
replies were received from 71 plants, in which in April of last 
year there were 67,103 persons employed, increasing in April of 
this year to 62,710 or a decrease of 6.5 per cent. The payrolls, 
in the same plants, however, increased from $913,540 to 
$1,034 408 or an increase of 3.1 per cent. 

Replies were received from 38 leather establishments, which, 
in April of last year employed 19,435 persons, decreasing in 
April of this year to 18,564 or a decrease of 4.5 per cent. The 
payrolls, in these same plants increased from $286,327 in April 
of last year to $342,356 this year or an increase of 19.6 per cent. 

In the year’s interval between April, 1917, and April, 1918, 
the per capita earnings, as distinguished from wage rates, in- 
creased in the boot and shoe industry 21 per cent and in the 
leather industry 25 per cent. - 

Comparisons have also been made between March and April 
of this year by the experts. These show that in 70 boot and shoe 
factories there were 64,006 persons employed in March of this 
year, decreasing in April to 61,885 or a decrease of 3.3 per cent. 
The payrolls, also decreased from $1,061,258 in March to 
$1,021,926 in April or a decrease of 3.7 per cent. 

In the 37 leather establishments reporting there were 18,360 
persons employed in March, decreasing to 17,675 or 3.7 per 
cent in April of this year. The payrolls, in these same plants, 
also, decreased from $333,710 to $325,192 or 2.6 per cent decrease. 





Select well, Display well, Demonstrate well. 


Outing of Dingley-Foss Shoe Company, Saturday, July 27, Lake Auburn, Maine, at which the department heads of the Dingley-Foss 
Company were entertained by the firm at the cottage on Lake Auburn, Maine, owned by Everett M. Stevens, vice-president of the 
company. Athletic sports, inspiring talks and a New England shore dinner made up the round of entertainment 
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WITH MOBILIZED STOCKS AND CLOSED 
RANKS---THE DRIVE STARTS! 
(Concluded from page 23) 

We have seen materials, productive labor and 
money mobilized everywhere except in shoe retailing. 
The shoe merchant is outside the limitations, outside 
the “mobilization order.”” What is his duty? 

The “Recorder,” as the focal point of trade opinion, 
presents the view that the merchant should volun- 
tarily adopt those basic policies which are essential 
to true conservation. Happily, he is already on the 
proper road; every war policy is a milestone which 
he must pass as he progresses. One at a time, he 
makes the milestones—keener judgment, better buy- 
ing, better merchandising, better organization and 
methods, better financing, cleaner stocks and better 
turnover. 

The immediate duty, as we are preparing for a new 
season, is to put a new energy into current merchan- 
dising, moving stocks on a profitable basis, and to 
assure absolute safety for the future by present 
preparation. The future itself, with a limited range 
of colors, heights and lasts for shoes; with hide prices 
now and probably leather prices shortly under regu- 
lation, promises to place the shoe merchant’s business 
on a new plane which he will achieve gradually through 
his merchandising policy in the coming months. 





TRAINING CLERKS TO BE REAL SALESMEN 
(Concluded from page 25) 

have forgotten that he or she was going to get an extra pair of 
laces or shoe polish or maybe a pair of rubbers to fit or match 
the shoes just purchased. And just to emphasize the point, 
maybe the old shoes needed repair. What more logical to 
believe, since qualities are not quite so wearable as of old. Very 
often customers complain about aches and pains of their feet. 
Wouldn’t the mere suggestion that you have appliances to over- 
come these troubles go a long way toward making an added sale? 
I say the power of suggestion pays. 

Clerks should be trained to be polite and patient; to show 
goods willingly and to rather miss a sale than force goods onto 
a customer which they really do not want or need. And here, 
again, I say be informative. Say to the patron, that inasmuch 
as you do not happen to have just what they want that possibly 
they had better try elsewhere, and should they not find what 
they are looking for, that possibly this or that shoe might do. 
In this way you are nursing a “‘come-back”—the other way you 
are virtually counteracting the situation by inviting the patron 
to stay away. 

Where clerks wrap packages teach them the wisdom of doing 
it neatly; train them to always hand customers their change 
first, if they have any coming, and then the package; and to 
make their delivery of either or both with a pleasing, “Thank 
you very much.” When and where possible have them lead the 
customer to the door or out of the department with a “Please 


call again.” 


Make Worthy Clerks 
Stock Holders in Business 

After training clerks to be real salesmen—worth while to the 
tore and of a benefit to those whom they serve, I have found it 
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profitable to incorporate my business, and make stockholders 
of those worthy to be called Business Builders and Future 


Merchants. 





Leather Price Fixing 


Revised Leather Prices Follow Readjustment of 
Hide and Skin Schedule. Sole Leather 
Prices Still Open. 


Group chairmen of the Tanners’ Council have been asked by 
Van A. Wallin, president, to revise their leather prices in conse- 
quence of the new hide and skin prices recently announced by 
the Price Fixing Committee. 

There is a renewal here of the rumors current for some time 
that the Price Fixing Committee will not immediately set the 
price on sole leather. The rumor probably has emanated from 
the fact that the committee and the tanners were not able to 
agree on a price. After a long session the sole leather tanners 
and the Price Fixing Committee have agreed to let the Federal 
Trade Commission make further price investigations. As a 
result it may be two weeks before the sole leather prices are again 
considered. While the tanners and: officials came very near 
agreement, the tanners felt that they have reached an irreducible 
minimum which the committee did not feel was quite low enough. 
Figures presented by the Trade Commission may be somewhat 
in error and for that reason the matter is to be given further 
consideration. 

H. Frederick Lesh, of Kistler, Lesh & Co., and chairman of 
the Sole Leather and Belting Group, Tanners’ Council, invited 
sole leather tanners to confer with him at an informal meeting 
at the Algonquin Club, Boston, Thursday, August 1, at 12.30. 
The purpose of the meeting was to discuss the question of sole 
leather prices and facilitate the settlement of this important 
matter in every possible way. 


The New Army Shoe 


Specifications Ready Soon on New Cantonment 
Shoe 


WASHINGTON, D. C.—Specifications will soon be out for 
a large quantity of new army shoes. Leather will be chrome 
retanned pebble oil grain. Shoes to be made with grain side 
out. This shoe will be much lighter than the former trench shoe, 
with no hob nails, no heel or toe plates. It will be probably a 
cantonment shoe to supply American troops on this side in the 
various camps and used for field and marching purposes. It is 
not known yet whether this shoe will be sent abroad or not. The 
principal shoe for overseas’service will probably be the former 
heavy shoe finished with the flesh side out. There has been no 
special secret about the fact that shoe officials have been working 
on the matter of further shoe orders for the army. Just the 
quantity to be bought has not yet been decided and it will probably 
be some weeks before the matter is straightened out entirely. 
It is expected within the next six months about 2,000,000 pairs 
of shoes per month will be needed for the army. This total 
however includes shoes already on hand and contracted for. 
In other words, it is thought the next bid opening within the 
coming few weeks will be for 3,000,000 or 4,000,000 pairs rather 
than 6,000,000, which has been rumored. It is the desire of the 
shoe branch, as already well known, to have two standard shoes 


for the army. 








Connecticut Association Outing 


Letters have been sent to each member of the Connecticut 
Shoe Retailers reminding him of the annual outing at Lake 
Quassapaug, Waterbury, August 14. One significant sentence 
in the letter—“‘Try and bring with you a prospect for member- 
ship.” E 
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Invention to Permanently Obviate Curl- 
ing Counters and Loose Heels 


We present herewith a plate with four figures, showing the 
invention of Louis Goldstone, 147 South Avenue, Rochester, 
N. Y. The especial object of this invention is to permanently 
prevent the shoe heel from becoming loose or coming off, (the 
insole being very light) and also to prevent the curling of the 
counter or quarter upward from the margin of the shoe heel, 


Fig. 7 
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should the shoe shrink, by reason of alternate wettings and dry- 
ings. All of the disadvantages sometimes occurring through 
curling counters and loose heels are obviated through the use of 
this device, which is very simple and inexpensive, so that shoe 
manufacturers can readily arrange for this reinforcement of 
shoe counters when their product is being manufactured. 





Nation Upholds Industrial Standards 


Government Plans Child Labor Clause in All 
Contracts 


WASHINGTON, D. C.—Following the weekly meeting, 
July 22, of the War Labor Policies Board, Chairman Felix Frank- 
furter authorized the following statement: 

The War Labor Policies Board, at its meeting today, voted to 
make the Sectretary of Labor responsible for the enforcement of 
the Contract Clause with reference to the employment of chil- 
dren, which was agreed to by the board at its meeting last week. 

All Government contracts are, according to last week’s agree- 
ment, to contain a clause providing that the contractor shall not 
directly or indirectly employ, in the performance of the contract, 
any child under the age of 14 years, or permit any child between 
the age of 14 and 16 years to work more than 8 hours in any one 
day, more than 6 days in any one week, or before 6 A.M. or after 
7 P.M. 

The action taken last week by the War Labor Policies Board 
follows the well-established precedent of the Government in mak- 
ing contracts subject to certain well-established industrial stand- 
ards. The adoption of these standards, in the opinion of the 
board, promotes the immediate, as well, as the ultimate, welfare 
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of the country. English and French experience has demonstrated 
that.the employment of children under 14 or of those over 14 for 
long hours or on night work, is not in the interest of sustained 
efficiency of production. 

The action taken by the board in delegating to the Secretary 
of Labor. the enforecment of this clause probably means that it 
will be delegated to the Child Labor Division of the Children’s 
Bureau. ‘The issuance of certificates of age, inspection, and co- 
operation with state officials requi ed for the administration of 
the Federal .Child Labor Law was delegated to the Children’s 
Bureau by the Secretary of Labor. 

The centralization in the Department of Labor of the enforce- 
ment of this child labor contract clause has the advantages of 
utilizing existing administrative machinery, with which employ- 
ers and state officials are already familiar, and the avoidance of 
the confusion and duplication incident to enforcement by each 
department concerned. : 


Charles F. 
Garniss Now 

Salesman for 
Tolman Print 


Charles F. Garniss, 
formerly advertising 
managér for the M. A. 
Packard Company and 
who was recently with 
the Dry Goods Econo- 
mist, assumed on July 
15, last, the duties of 
salesman for the Tol- 
man Print, 183 Essex 
Street, Boston, whose 
factory is at Brockton, 
Mass. Mr. Garniss 
understands the ad- 
vertising wants of the 
trade, and is in a posi- 
tion now to cater to 
them to the very full- 
est extent. 


The Shoe Traveler and the War 


By John E. O’Brien, First President of the National 
Shoe Travelers’ Association at the Boston 
Shoe Style Show 


““No class of business men has been so keenly patriotic as the 
shoe travelers of the United States. They have co-operated 
with the Government in every particular, have cultivated by 
word of mouth a feeling of confidence in the administration, 
have stimulated the sale of Bonds and Thrift Stamps, have given 
the United States marshals information on suspicious individuals 
and have actually been serving as semi-official employees of the 
Government. 





CHARLES F. GARNISS 





“They have made no protest on increased cost of traveling, 
even though it has meant financial loss to the majority of them; 
they are covering their territories with cheerfulness and optimism 
and seeing to it that the merchant is given the correct information 
on Government Regulations, and having returned to the fac- 
tories, have stimulated deliveries. 

“It is fitting therefore that New England at its Boston Shoe 
Style Show should have acknowledged the shoe traveler and 
his place in the chain of industry—the contact man between the 
manufacturer and the merchant, the diplomat ever and the 
patriot.” 
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M. T. SHAW 
Sales Manager Racine Shoe Co., Racine, Wis. 





A New Regal Store in Milwaukee 


Some Valuable Suggestions Here for Shoe 
Merchants 

The Minneapolis Regal shoe store is now open for business in 
its new location at 618 Nicollet Avenue and Manager C. W. De 
Weese is the recipient of many compliments on its attractive 
appearance. 

The new salesroom is the latest word in shoe store planning, 
arrangement and equipment, from the plate glass front in its 
setting of copper to the systematically arranged stock room in 
the rear. 

Appreciating the pulling power and psychological effect of the 
attractive store front with its instant appeal to the eye, careful 
thought was given to planning a front which would be certain to 
arrest the attention of the passer-by. That this aim has been 
realized is evident. 

Passing through the doorway, a center entrance, flanked on 
either side by spacious display windows, one enters an eight- 
foot lobby which, like the entrance, is of mosaic tile. Here are 
placed two large floor display cases, one on either side, while the 
lobby visitor has a further view of the display windows as well. 

From the lobby to the salesroom proper, entrance is had by 
means of two marble steps, at the top of which, just within the 
salesroom, is a third large floor case, plainly visible from the 
entrance. 

Three features new to the local Regal branch have been added 
with the removal to the present location. 

First of these is the children’s shoe department with a seating 
capacity of twenty-four juvenile customers. The store specializes 
on one type of child’s shoe, made in the Regal factories. Com- 
mencing with size 8% as a minimum, a complete range of sizes 
in youths’, boys’, growing girls’ and misses’ is carried. 


A Thoroughly Complete 
Hosiery Department 

A thoroughly complete hosiery department is a second innova- 
tion, made possible by the additional space afforded by the new 


location. 
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Last of the new features is the introduction, for what is prob- 
ably the first time in a Minneapolis exclusive shoe store, of 
saleswomen. This decision was reached by Manager De Weese 
prior to the enunciation of Provost Marshal General Crowder’s 
“work or fight’ order, he having felt for some time that the 
feminine shoe fitter was an inevitable product of the war, destined 
to play an important role in the retail shoe world. 

“This change from Sixth Street not only gave us what, in my 
opinion, is the most desirable location in the best business block 
on Minneapolis’ principal business street,” remarked Mr. 
De Weese to the “‘Recorder,” “but it also practically trebles our 
facilities for serving the trade. We now have a seating capacity 
of fifty adults and twenty-four children and, in addition, have 
greatly improved facilities for displaying our entire line.” 





Thayer in Washington This Week 


President Harry I. Thayer, of the New England Shoe and 
Leather Association, is in Washington this week serving as 
Acting President of the Tanners’ Council, in the absence of 
President V. A. Wallin, who is on vacation. 

On Tuesday Secretary T. F. Anderson of the New England 
Shoe and Leather Association sent him the following telegram: 

“Congratulations from your fellow directors in the New Eng- 
land Shoe and Leather Association on the honor that devolves 
on you this week in serving as Acting President of the world’s 
greatest organization in the tanning industry.” 





George C. Sells in Business for Himself 


George C. Sells, with a suite of offices at 19 South Wells Street, 
or No. 300 Lees Building, Chicago, Ill., having severed his business 
relations ‘with the Albert H. Weinbrenner Company, Milwaukee, 
has made arrangements to represent the Menzies Shoe Company, 
of Milwaukee. These shoes are made both in semi-dress and 


GEORGE C. SELLS 


work patterns. He also has his own special line of boys’ dress 
shoes and men’s dress welts, and will announce the name of the 
manufacturers at an early date. 

Geo. C. Sells has been twenty-nine years in the shoe business. 
He is of the type of constructive salesmen. His offices will be at 
19S. Wells S reet, and open every working day of the year. He 
will cover territory embracing Southern Wisconsin, Northern 
Illinois, Northern Indiana and Southwestern Michigan. He 
will have several assistants and will handle the big trade per- 
sonally. 





Every time you buy anything people work for you. Save 
labor and materials for the use of the Government. 
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A Message to Shoemen in the Service of Their Country 


It goes without question that every member of the allied shoe and leather trades is doing his part in suppoft of the 
cause of freedom. To the individual, however, the actual, definite knowledge of the moral, as well as the material, support of 
former associates means a great deal. That this is realized by one of the biggest American shoe houses is apparent in the fol- 
lowing message to former employees now serving their country: 

“Boys, if through German propaganda or any other insidious channel, the idea should come to your mind 
that the folks back home do not think of you or do not appreciate the terrible task before you—kill it instantly. 
We think of you daily as only Americans can think of their absent ones. You are not a riff-raff lot thrown into a 
breach. You are the pick of our country—the best that we have to offer in the greatest cause since the time of 
Christ. 

**You are the stout protectors of our America and all that it represents. You are our defense against the 
autocratic savages who would make us their slaves. Were you to fall, Freedom, as we know it, would become a 
vague dream-thing, no longer a reality. But you will not fall; you cannot. You are backed by a strong people 
who have a full measure of your task and of their task in this war and don’t entertain the least punch-destroying 
idea that the brains and energy which made this country great will for an instant desert you as long as you need 
their support to victory.’’ 

This quotation is from the monthly Soldiers’ Bulletin issued by McElwain, Hutchinson & Winch, manufacturing whole- 
salers, Boston, to former employees now in the various services. In inspiration, interest, humor aid p2r3s>1al news this Bulletin 
is of unusual quality, and its dozen pages give promise of interest and appreciation from the McElwain fighters for 


freedom. 








* 





Fixing Prices of Leather 


Tanners’ Council Disclaims Responsibility for 
Delays 


Recently the point has been raised by several interested 
persons concerning the seeming delay in the fixing of prices 
on leather and it has been intimated that this delay is due 
in large measure to inertia on the part of the Tanners’ Council. A 
statement in regard to the role which the Council has played in 
connection with this matter, just issued by the Council, is there- 
fore of interest: 

The first advice in regard to the plans of the Federal Govern- 
ment concerning fixing of prices of leather was received by the 
Council on April 19 in a communication from the Hide and 
Leather Control branch of the War Industries Board. The com- 
munication was sent on the day of the monthly meeting of the 
Board of Directors and immediately after the reading of the letter 
the Directors adopted a resolution which gave support to the pro- 
posed price-fixing plan of the Government. From that date the 
Council kept in close touch with the War Industries Board so as 
to be ready when the signal was given to have the various group 
committees begin the work of recommending prices for the 
various kinds of leather. It will be remembered that just about 
this time the Government and the Council were also occupied 
with the task of recommending prices on hides and skins so that 
it was about the first week in May before this work was finished 
and notice was received from the War Industries Board to take 
up the study of leather prices. Within three or four days after 
this notice was received the Board of Directors of the Tanners’ 
Council (representing the 11 groups of the industry) was assem- 
bled in Washington to arrange the matter. At this meeting 
several resolutions were adopted outlining certain principles to 
be observed by the group committees which were to take up the 
work of recommending prices. ‘The committees were given only 
a few days in which to prepare reports and have them ready for 
transmission to the Government. In short practically all of the 
reports of the committees, the preparation of which involved 
most laborious work on the part of the members, were in the 
hands of the Government within a week after the meeting in Washing- 
ton. . 

In connection with this matter it is pointed out that much of 


the delay in securing action on the several reports is attributable 
in large measure to investigations of prices of each class of leather 


“by the Federal Trade Commission. In other words, the Com- 


mission investigates the prices and reports back to the Price Fix- 
ing Committee before the last-named body is in a position to act. 

The foregoing explanation is not intended in ‘any way as a criti- 
cism of the Federal authorities, as it must be realized that the 
fixing of prices on leather is but one of many similar tasks which 
they have been obliged to undertake. 





Foreign Trade Expert to Tour New 
England 


Government Official Carries Important Message 
to Manufacturers and Exporters 


Manufacturers, exporters, importers, and all facilitating 
agencies are expressing keen satisfaction at the proposed tour 
to the chief commercial centers of New England of Ansel R. Clark, 
district manager of the Boston office of the Bureau of Foreign 
and Domestic Commerce. 

Under special authorization of the United States Department 
of Commerce, Mr. Clark left this week to visit many of the prin- 
cipal industrial centers of New England for the purpose of con- 
ferring with such commercial organizations and business inter- 
ests as desire to make sure that they are properly represented in 
the Nation’s plan of economic expansion in the fields of foreign 
trade following the war. Mr. Clark will, furthermore, lay before 
these interests the practical assistance which his department is 
able to render to firms, individuals and associations in adjusting 
their manufacturing or marketing operations to the numerous 
governmental regulations growing out of war conditions. 


The fact that Mr. Clark is making such a trip at this particular 
time is most fortunate and opportune. Since the beginning of 
the world war, there have been marked changes in the flow of 
international commerce. Old-time trade routes have given way 
to newer and more direct ones. International markets have 
been drawn closer together. Raw products and materials 
formerly imported through Europe are now coming to this coun- 

(Continued on page 37) 
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1.—WOMEN DOING THEIR BIT AT THE FRONT 
These English women are not far from the firing line, as is indi- 
cated by the pile of sandbags on either side. They are ambulance 
drivers, members of the Woman’s Auxiliary Corps. 
2.—OUR PATRIOTIC YOUNG CITIZENS 


Group of children, in Central Park, New York, under direction‘of 
Mies Anna Chairs, pledging allegiance to the flag. 


3.—A NOVELTY WAR-TIME COSTUME 
A black and white creation. Note the black patent leather pumps. 


4.—FARMERETTES SAMPLING RESULT OF THEIR EFFORTS 
These Farmerettes are from the general offices of the Chicago Pack- 
ers, who have d d land, u ils, seeds, and costumes. Hundreds 
of tables are supplied from the “‘Kedzie’’ Gardens. 
5.—AMERICAN WOMEN DONATE STOCKINGS TO DRESS 
BELGIUM BABIES 
Geraldine Farrar, the Famous Opera Star, holding a homeless 
Belgium Baby, about to be dressed in one of the garments made out 
of stockings donated by American women. Two stockings make a 


‘ 6.—THE “FARMER’S BOY” OF 1918 
Wartime Worker at the Old Farmstead. 
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7.—AMERICAN SOLDIERS DOING RECLAMATION WORK 
These American soldiers are collecting discarded Army Shoes at 
Campj]Wheeler, Macon, Ga. 


8.—NEW YORK’S FIRST WOMAN POLICE CHIEF 
Captain Edythe Cotten, the first chief of Women’s Corps, selected 
by_the Department. 









































9.—‘*AMERICANIZATION”’ 
Italians, Mexicans, Austrians, and men of other races listening to 
a Liberty Loan Talk on the Pennsylvania Railroad. 


10.—A NIGHTJCLASS IN ENGLISH 
Foreign-born railroad employees studying language of their 
adopted country. 
11.—ON THE SOMME 
Chinese troops arriving on journey to front. 
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Cutting Out 


AVE the Government’s 
H war restrictions really 
put a crimp into the 
civilian Men’s shoe business? 


Not that anyone can actu- 
ally notice!—at least, not into 
the business of producing in- 
trinsically good moderate-price 
shoes like Bates Shoes. 


Study the Government’s 
shoe-and-leather regulations. 
Really study them. 

You'll see that they put no em- 
bargo whatever upon good Jasts, 


good bottoms, good uppers, good 
findings, good fittings, good finish. 


They do eliminate a few frills— 





the “Frills”’ 


fancy wing-tips, experiments with 
flossy new lasts, and so forth. 


Who suffers? 


Not the great bulk of American 
men, who now, more than ever 
before, are demanding good shoes 
at reasonable prices—$5 to $8. 
Not the shoe dealers, who see and 
have felt that demand and realize 
it means good business and good 
profits for themselves. Not the 
manufacturer—who, if he is any- 
thing like the A. J. Bates Company, 
welcomes this chance to show, in 
times like these, the fine efficiency 
of his organization for turning out 
exceptionally good values in his 
product. 


Ask us for detailed information 
about the value of the Bates Local 
Dealer franchise this Fall. 


Bates Shoes Five to Eight Dollars 
A. J. BATES COMPANY 


FACTORIES AND 
GENFPAL OFFICES 


WEBSTER, MASS. 


CENTRAL DISTRIBUTING HOUSE 
328 W. MONROE STREET 


CHICAGO, ILL. 


Aug. 3, 1918 
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Linings for Spring 


Controversy Over Sheepskin versus Fabric Settled by Comparison 


of Official Statements, and Analysis of Situation 
by Well-Known Tanner 


leather for shoe linings, precipitated by the remarks by 

A. C. McCowin, representative of the War Industries 
Board, at the re-ent Shoe Style Show in Boston, has kept many 
of the leading sheepskin tanners busy replying to inquiries as to 
the exact status of the matter. Mr. McGowin’s personal ad- 
vocacy of full fabric linings exclusively, following his reference to 
the official ruling on linings, previously announced by the board, 
was construed by some as a semi-official view. A careful reading 
of the reference to linings in the “Recorder’s” exclusive steno- 
graphic refort, published July 13, makes it clear that the sug- 
gestions in question represented his personal views. 


. CCNTROVERSY over the question of the use of sheepskin 


Sheepskin Lining Question 
Officially Settled 

This is now supported by the following official statement, 
dated July 20, and obtained from C. F. C. Stout, chief of the 
Hide, Leather and Tanning Materials Section of the War Indus- 
tries Board, by the National Boot and Shoe Manufacturers’ 
Association: 

“Replying to your favor of the 18th inst. would advise that the 
récommendations issued by this Section on June 29th regarding 
linings stated, to use ske’eton form or full fabric linings in low 
shoes where good quality of sheepskins have heretofore been 


used. This is owing to the government use of sheepskins for 


Jerkin leather. 
**You will note by the above that the only restriction 


placed on linings is that we request manufacturers not to 
use sheepskins which are required by the government for 


jerkin leather.’’ 


Well-known Tanner 
Analyzes Situation 

Further light is thrown on the situation from an economic point 
of view by Wm. H. L. Odell, of Besse, Osborn & Odell, Inc., Bos- 
ton, president of the Boston Boot and Shoe Club, and a well- 
known tanner. Mr. Odell says: 

“It has been decided and formally announced by the Conserva- 
tion Division of the Hide, Leather and Tanning Materials Section 
of the War Industries Board that the only restriction they make 
in the matter is, to use their exact words, 

““To use skeleton form or full fabric lining in low shoes where 
good quality of sheepskins have heretofore been used.’ 

“This is owing to the government use of sheepskins for jerkin 
leather. 

“The question is coming up daily and from many sources 
whether the class of sheepskins which is not used for government 
work will be good enough to be used for oxford linings and other 
work for various kinds of shoes. There is but one answer to that 
question and that is most emphatically in the affirmative. 

“With the restrictions that have been made in regard to the 
use of colors, the indications are that black linings will be used in a 
large way. A black sheepskin can be produced from goods that 
have been passed as entirely unfit for government work, that will 
make as. good a lining as is required for anything but the very 
best grades of shoes. 

““A percentage of skins will also be obtained from the cheaper 
grades that will produce a reasonable proportion of good colors. 
The quantity is so small that it does not pay to select them for 


government work, but any large tanner of sheepskins has a place 
for the cheap grades in large quantities and will always have some 
proportions of better selections in colors as well as blacks. 

“A few of our largest shoe manufacturers have contended that 
it paid them to buy only the better selections of sheepskins for 
their work, but they have been a very small minority and a large 
proportion of the sheepskins consumed in the country every year 
has been in the medium and poorer grades. 

“If that had not been the case, it would have been impos- 
sible to absorb the large proportion of the cheaper run of pickled 
stock which is always made and which must find a place in the 
shoe lines to equalize the supplies so that they will be all used 
from month to month and from year to year. 

“It is very much to the advantage and interest of the government 
to have our shoe manufacturers continue to use all the sheepskins 
for linings that they possibly can that are rejected for government 
work. 

“This will keep the prices of our better grades of pickled skins 
at a reasonable figure where the government has placed them, 
while the rejection of the cheaper goods might kill their use to 
such an extent that they could only be put into glue stock. 

“In that case, the best grade would have to carry such a cost 
that they would be almost prohibitive and would necessarily 
bring very much higher prices for the government leather while 
this condition continued. 

“It was most unfortunate from every viewpoint that the idea 
was spread abroad that it was the wish or desire of the War 
Industries Board to eliminate to the slightest degree the use of 
sheepskins for any other purpose that were rejected by govern- 
ment officials for their work. 

“As I have tried to explain, we are all aiding our government 
in this matter by using such goods in every possible way where 
they can be worked to advantage during these strenuous and © 


unusual times.” 





FOREIGN TRADE EXPERT TO TOUR NEW ENGLAND 
(Concluded from page 33) 
try by direct routes. The United States has assumed a position 
of premier importance in the trading of nations. 

To maintain this position after the war is a vital problem en- 
gaging the attention of both statesmen and captains of industry. 
Much of the future will depend upon the preliminary work and 
interest displayed by exporters. 

Commercial Agent Clark will include in this first trip certain 
parts of New Hampshire, Vermont, and Massachusetts. At a 
later date -he will make other trips through Maine and Rhode 
Island. Wherever time-permits, Mr..Clark will visit the leading 
manufacturing establishments and obtain first-hand information 
concerning the fabrication of those products which have made 
the advanced industrial development of New England possible 
and with the marketing of which his office is chiefly concerned. 





Advertise Always 


_A New York trade paper announces that 127 of its advertisers 
have been with it for fifteen years or more—also that it is carry- 
ing more advertising than ever before. Evidently, a funda- 
mental rule of modern business is—‘‘Advertise Always.” 








Neodlin Soles 


Noe repair shop 
can afford to 
risk a reputation 
for good work and 
good goods by us- 
ing soles of doubt- 
ful merit. The wz- 
form high quality of 
NeOdlin Soles has 


been proved by time 
and use. 


nd this is true 

of Wingfoot 
Heels. Their su- 
perior quality is 
known to consum- 
ers, and so they 
are in big demand. 
Wingfoot Heels 
are firm, resilient, 
and guaranteed to 
outwear and out- 
last all other heels. 


The GoodyearTire & RubberCo. 
Akron, Ohio 
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Guard Against Casualties! 


Both Good-Will and Money-Loss Involved in Accident Cases. 
Merchants Should Provide Protection Against 
Physical and Financial Risks 


in one of the largest and best known stores in the country, a 
short time ago, while fortunately not causing loss of life, 
injured several women and children. Others who were in the car 
at the time, while not injured, were so shaken up that they had to 
be removed to the store’s emergency hospital for first-aid treat- 


T's fall of an elevator from the third floor to the basement 


ment. 

On almost the same day, in another large and well-known store, 
in a different part of the country, something went wrong in the 
store’s boiler room, and there was an explosion which caused 
hundreds of customers and employees to rush to the doors. Here 
again physical injury, and even loss of life, might have occurred 
in the semi-panic, but in this instance also, fortunately, no lives 
were lost. 

After the explosion fire broke out, however, and considerable 
damage to the stock resulted, in part because the building was 
filled with smoke before the mer- 


quate inspection—are essential. It goes without saying, too, 
that even with the utmost care casualties will happen, the retailer 
ought to protect himself, his employees, his customers and all 
others concerned as far as is practicable by carrying an ample 
amount of casualty insurance. 

Just as it is important to have an adequate amount of in- 
surance so also is it important to have that insurance of the most 
reliable character. In other words, the companies which the 
concern selects for its insurance ought to be such as have a corps of 
inspectors and engineers sufficiently numerous and composed of 
men so capable and conscientious as to insure both frequent and 
trustworthy inspection. Select also companies that having 
ample financial strength will be in a position to meet all legitimate 
claims. 

Finally, as in the case of fire insurance, the merchant should 
familiarize himself not only with his rights but also with his duties 
under the policies. He will then 
be in a position to obtain con- 





chandise could be protected, and, x 
in part, through the water em- 
ployed in extinguishing the 
flames. Moreover, although the 
customers and the other em- 
ployees escaped, workmen in the 
store’s boiler room were found to 
be in so serious a condition that 
they had to be removed to a 
hospital. 

We cite these instances to 
show once more how essential it 
is for heads of concerns and store 
managements to make sure that 
at all times the greatest care is 
exercised in connection with ele- 
vators, boilers and other equip- 
ment. The elevators, for exam- 





Do You Watch These Things ? 


Busy shoe stores and departments 
sometimes overlook adequate inspec- 
tion of physical plant and equipment. 


The ever-present risk of accident 
implies the duty of protection both to 
- store and customers. 


As you read this article, consider 
the possible risks in your own store, 
and the measures that prudence de- 
mands should be taken. 


sd 


tracts that are as clear and free 
from complications as possible. 
He will also be reasonably cer- 
tain to do the things his policies 
bind him to do and avoid the 
things they direct him to avoid. 





Oregon Retail Shoe 
MerchantsOrganize 
Pep and Enthusiasm 
Pervade Meeting 


The Oregon Retail Shoe Mer- 
chants’ Association was organ- 
ized at Portland, June 20. Mr. 





* 
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ple, ought to be regularly over- 

hauled, so that the store owner 

can feel reasonably sure that the machinery is in proper con- 
dition. 

Due attention, moreover, should be given to the men—or 
women—who are employed to operate the cars. Not only 
should pains be taken to get the right kind of employees, but they 
should be kept properly instructed. 

If such precautions were important under ordinary conditions, 
how much more vital are they today, when it is so much more dif- 
ficult to obtain competent help! For this reason, among others, 
pains should be taken to avoid adding needlessly to the duties of 
elevator operators. 

There are still stores, and some of them are iarge ones, whose 
elevator cars are lined with mirrors. With the opportunity thus 
given for self-inspection and “primping” the attention of those 
riding in the elevator is apt to be engrossed, so that they “wake 
up” when the car is just about to leave a floor and then make a 
rush for the door. 

Far more than this, however, when one thinks of the frightful 
and distressing accidents that can happen in an elevator and of 
the appalling loss of life or other serious consequences which may 
result from the explosion of a boiler in a store, it is clear that the 
fullest precautions against accident—including regular and ade- 


A. F. Sloane, field: secretary of 
the National Shoe Retailers’ As- 
sociation, presided at the preliminary meeting, which was char- 
acteristic for its pep, enthusiasm and co-operative spirit. Twenty 
Portland dealers and many from other points in the state were in 
attendance. 

The new association was affiliated with the N. S. R. A. The 
following officers were elected: Will A. Knight, president; W. B. 
Roblin, first vice-president; T. D. Gordon, second vice-president; 
W. E. Mcllheny, secretary-treasurer. The directors are: George 
A. Williams, W. H. Staiger, L. Senosky, H. Streiker, J. Rosen- 
thal, J. A. Levy. 


Death of John H. Davis 


On July 9, John H. Davis, one of the members of the sales 
force of the Hood Rubber Company, passed away. His funeral 
took place July 11, from his late home, 121 Main Street, Brad- 
ford, Mass., and was attended by a large delegation of his 
friends and associates in the Hood Rubber Company as well as 
by many other members of the trade in and around Boston. 
Mr. Davis started in selling the wholesale trade about thirty- 
four years ago. For about four years past he represented the 
Hood Rubber Company in the Middle West. 
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More Shoes Lay Your Plans Now 


for your Fall Advertising Campaign and a ‘“‘Cam- 
paign” does not necessarily mean large space and 
big expenditures. 


TTT TTT TTT 











Extraordinary Reduction in | aap tige 
Women’s Oxfords White Pumps 


All the Favored Styles in This Final Clean-Up Kid - Buck - Linen - Canvas 


E must make room right away for our Fall Stocks. To more quickly 
W accomplish this we are offering our entire Summer Line of Oxfords and Priced 1-3 Lower 


Pumps at prices that are way below the present market value. . 
° - d ” [’: is really a matter of practical econ- 


Tan Gun Metal - Tan Kid - Black Calf omy for you to take advantage of 
the remarkable reductions at which 


White Buck and White Kid 
OXFORDS and PUMPS these pumps are offered. 
Not only is there plenty of time left 
15% to 33% REDUCTION this season for you to enjoy the use of 


snch handsome footwear but next year 


Prices from $3.65 to $6.25 you are liable to find difficulty in obtain- 
ing anything like such dainty heels and 


If you enjoy high heels you will do well to choose your patterns. 





Special 
Notice 


next Summer’s footwear from these handsome models, as 2.95 " 3.35 = 3.85 7 4.25 " 4.60 


high heels will be scarce next year. 


























These Advertising Cuts 


are designed for newspaper 
printing but may be used 
with good results on 
smoother finished stock for 
folders, catalogs, etc. 


Cuts 25c Each 


Postage Paid 











No. 862, 25¢ 
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Campaign Means— 


above all else well-studied and well-thought-out 
plans for spending a certain amount of money or 
a certain percentage of your sales. 











No. 865, 25¢ 


For Tiny Tots 


Correctly Formed Shoes 
Properly Fitted 


N the choice of footwear for your 

little ones, your chief concern should 

* be with the Proper Fitting. The 

little bones are easily Sees, and growing 

as quickly as they do children’s feet may 
very easily become deformed. 


We have made a special study of the 
requirements of growing feet and it is 
our proud claim that every pair of Little 
Folks’ Shoes we sell is fitted in Nature’s 
way. ° 

Bring your kiddies to Blank’s, and let us 
start them right in Life’s walk. 
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Nanna noooenoonoooocooooooooonsnoooods 


Two Reasons Why 
You Should Buy Oxfords Today 


Buy Because the Government urgently needs all the leather it 
Oxfords ©" get for War Work. Through its several Conservation 
Committees it is restricting the uses of leather to the 
actual necessities; e. g. the reduction in the height of women’s 
shoes. So help all you can whenever you can and wear oxfords. 


Because you will save money by doing so. Blank’s 
Th Oxfords are now reduced from 15% to 25% in the 

we original prices. This means from $1.00 to $3.00 cut 
Today right from your shoe bills—and you can “help” in this 
way too by buying War Stamps with this saving. 


Buy 


Here are a few samples of the big values 
offered at BLANK’S 


Tan Calf Oxfords, Leather Sole, cordovan $ 4° 

shade of tan, English last................ 

Tan Calf Oxfords, Fibre Sole, a non-skid 4” 

and extra dry sole, suitable for all weathers 

Cordovan Oxfords, Leather Sole, particularly 

dressy oxford made by leaders in men’s fine 5: 

Eo vu bens t45 decd padeneee hess 

Black Calf Oxfords, Leather Sole, narrow 4* 

custom shapes, soft smooth kid uppers and 55 

IIIs 0.65 on. 5 sods ewe hogees « 
‘Our entire Oxford stock is included in this price reduction and every 
pair is of course of the usual Blank Quality. 
BLANK’S BOOT SHOP 


English toes and some custom shapes 
Black Kid Oxfords, Leather Sole, medium 
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ARSHALL’ SAMPLE TRAY 


THE 
THE LINE WITH A RECORD FOR RESULTS 
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** In line for 
promotion” 





0942—Brigadier Bal, Rus- ae 
sia Calf. Square throat, 


and whole quarter on the | 
‘‘Smilage” last. A fine 
type of young men’s shoz. 








C:S*MARSHALL:> COMPANY 
BROCKTON , MASS. 














Fruits of Cc-operation 
The Credit Clearing House, 


440 Fourth Avenue, 
New York, N. Y. 
Gentlemen:— 


Your telegram of even date received 
and it has more than surprised me, as J 
| have answered your letter of June 29th 
immediately upon its receipt. I am 
sending you a copy of my answer. 

I take this occasion to extend my 
thanks and approval of your method 
of doing business, giving the retailer a 
chance to explain the dispute with the 
manufacturer and to be just and fair to 
both parties concerned. 


Yours very truly, Representative 


business men make 
this house their 
headquarters 

when in Boston. 


HOTEL 
ESSEX 


DAVID REED, MGR. 





The Credit Clearing House 
**Builder of Better Credits” 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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QE? shoes and shppers 


LINE THAT STANDS 
FOR MUCH — STYLE, 
QUALITY AND SERVICE. 


WHEN YOUR SHELVES 
CALL FOR SLIPPERS RE- 
MEMBER THE NAME— 


** DOLGEVILLE ’”’ 
“Felt Slippers That Feel Good” 


Felt ASlipp er 


(PATENTED) 


DOLGEVILLE FELT SHOE COMPANY 


DOLGEVILLE, N. Y. 
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IN 
STOCK, NO. 
KEITH’S KONQUEROR 
OVERLAP PLUG 
Capaew sft les 


896 


299 Broadway Room 415 


Just the Shoe for Your 
Early Fall Trade 


It’s a new one and a beauty. To see the shoe 
is to be impressed with its elegance at once. 
Made up of Tony Red Calf, with a gray 
plug insert—some class. Blind eyelets. 12-8 
concave heel. Imitation stitched tip. Good- 
year welt of course. “Konqueror,” Bayne 
last. Ready August first. 


The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 


New York Office Boston Office 
207 Essex Street 


N. B.—Interest Yourself in Unlocked Process Shoes 

















( SMART STRAW 


SLIPPERS 
* 





E are carrying in stock, ready for immedi- 
W ate shipment, a very attractive assort- 

ment of straw and fibre slippers, the most 
suitable merchandise for summer sole. The 
illustration shows a style of straw bath slipper 
recently imported from Japan, which, due to its 
attractiveness and neatness, will be a quick seller. 
It is hand-woven in fine straw, with terry cloth 
lining and bow to match. In stock sizes for 
both ladies and gentlemen. 


Send at once for a catalogue of our styles of 
novelty footwear. It is yours for the asking. 


Samples prepared on request 


K. M. STONE IMPORTING COMPANY 


Originators of Oriental and Domestic Footwear 


Le East 22nd St. 












| 
| 





New York 
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Our “‘New Process’’ 
Tannage Will Interest 
You. 


Converts Cabrettas and Lambskins into 
desirable outside leathers. They are being 
cut to good advantage by many shoe manu- 
facturers. There’s a ‘saving without a 
sacrifice of style. Glazed Black, Mat 
Black, Havana Brown. 


BAKER & KIMBALL, INC. 


38 South Street 
MASS. 


We Have Facilities for 
Serving Export Trade 


K 


“ST? ww wwwyw ww ww wl ew we ee 


I M77 I mz wi J SS\2k CASS 


O80) a \0/ ao) aa a) 























“The Line 
of Wide 


Choice” 


That’s the title given. the 
**Fiske’’ assortment of men’s 
welts. 

If there’s any firm in New 
England or Chicago that can 
show and regularly carries on 
the floor a greater variety of 
styles and sizes of men’s 
welts than we do, we have 
yet to hear of it. 

The dealer wanting a size 15 
shoe can be supplied any 
time by coming here. 

Forty different models all 
told make up a ready-to-ship 
stock. : 
You ought to be drawing on 
this stock for your immedi- 
ate and future needs. 

It is well to anticipate de- 
liveries, to look ahead, and 
figure on your fall require- 
ments, for the troubles of a 
year ago in transportation 
may be experienced this fall 
and winter. 

Plan to have a store stock 
ample for all demands at all 
times. 

There is an opportunity to 
make more and give your 
customers more, at a price 
millions can afford to pay, 
through the sale of ‘‘Fiske”’ 
Shoes. 

Can we send you samples 
that you may judge for your- 
self? 


Fiske Shoe & Lea. Co. 


_ Makers of Men’s Goodyear Welts 


BOSTON, 717-719 Atlantic Ave. 
CHICAGO, 301-303 W. Monroe St. 








BILLIKEN 


The Scientific Shoe 


tifically made shoe that has ever 

been designed. If you will ex- 
plain to the parent the many superior 
points of construction in Billikens, 
their absolute nature shape, their su- 
periority of materials, and in the 
children’s sizes, the entire absence of 
nails or tacks, you will enthuse your 
customers as you could with no other 
line. 


Tit Billiken is the most scien- 


BILLIKEN, the one shoe the 
child out-grows. 


“Greater Durability, More 
Flexibility.” 


Buy BILLIKEN— 
The Scientific Shoe for Kiddies 


Write for Billiken Booklet 


M-Elroy-Sloan 


Shoe Company 


1517 Washington Ave. St. Louis 

























*Write your name and address and 
the name of your findings jobber 
on the margin of this ad. Then 
tear it out and mail to us for 
Special Free Offer. 
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Consumers Expect Durability 


| Jobbers Want More Profit 


) Our <AS.1C> Children’s Shoes 
with PROTECTED TIPS 





Fulfils All Requirements 


Try a Sample Order 
NOW. 








FEDERAL SHOE CO. Mfrs. Lowell, Mass. 
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Make the name of your store 
mean “Satisfaction Guaranteed” 


Pfister & Vogel: Leather Co. 


Retailers Must Have Easy Sellers 


Do you bank on the re-order from customers satisfied? 
It is the most profitable, easiest-sold business that comes 
into your store. But when a customer comes back to you 
with a pair of cracked and discolored shoes—the result of 
excessive perspiration—shoes that you sold only two or 
three weeks before—how do you go about it to replace the 
natural dissatisfaction with satisfaction? There is one best 
way to accomplish this purpose—sell 


PEV ShoePowder 


It neutralizes the acids of perspiration, destroys the bacteria, 
and removes the odor. The best shoe made cannot stand the 
effects of excessive perspiration and the results are invariably the 
same—hard, lifeless, discolored leather, which is bound to crack. 
P & V SHOE POWDER prevents this. 

This is Our Special Free Offer—Accept It Today 

We will ship you the two dozen 25c. cans P & V Shoe Powder, 
packed in our attractive three-color display stand, and one dozen 
samples for free distribution with 50 colored circulars, all for $3.50. 
Your profit on this is $2.50, the satisfaction of your customers and 
your freedom from complaints. 

Let the Tanner help you in your shoe leather troubles. 


Milwaukee, Wis. 
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| pea let yourself get caught in the mire of 
—bad business. ‘ 

The deeper you get into it the more you will 
come to realize that you need expert help and 
advice to get you out. 

Send this ad attached to your letterhead at 
once to the Merchants Business Building Shoe 
Service and get full information and sugges- 
tions on how to increase the present business 


of your store. 
” We can send this free information to only one mer- 


chant in each town, so hurry your request to_us. 


Can You Use Mats? 


Meachanis Buti Service 
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CESSES CHOOT OTH OH LACES ETSESER SESE TOECOOEESESE 


LET THIS SOLE MAKE 
GOOD FOR YOU! 


It has the wear, tested by thousands of pairs; it has the spring that no 
sole leather could ever have; it has the toughness that makes close stitching 
easy to accompiirh; it has an edge finish that is the equal of any leather sole 


—and it will wear, wear, wear! 


GOOD FOR SUMMER SHOES - GOOD FOR WINTER SHOES 
GOOD FOR MEN’S, WOMEN’S AND CHILDREN’S SHOES 


TYER RUBBER CO. ANDOVER, MASS. 
Sole Selling Agents 
THE BROWNRIDGE CO. 170 Summer St., BOSTON, MASS. 
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At the Boston Shoe Style Show They All 


Wanted To See 


UR display of Keds at the big 
Boston Shoe Style Show was 
complimented so highly and visited by 
so many people, we thought you’d like 
to see it pictured. 
When the Keds girls appeared on the 
display runway they were met with 


applause that showed how well the - 


Boston people and the visiting shoe 





people know these standardized sum- 
mer shoes. 

And to hear the ladies praise the new 
Keds styles was to get the best possible 
idea of how our improvements for this 
summer have helped make more Keds 
sales. 

We’re studying how to improve 
Keds all the while, and how to make 
more people want them another year. 


United States Rubber Company 


New York 
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DOG-DAY 
WEATHER 


Interferes with 
Large Production 


The sultry dog-day weather of the past 
week or more is having its usual effect at 
the footwear factories, but most of them 
are departing from their established cus- 
tom of closing down. ‘There are two very 
substantial reasons for this change. First, 
there is so large a bulk of orders that with 
the smaller available skilled labor at hand, 
the manufacturers can hardly hope to fill 
all orders up to one hundered per cent; 
and second, the present state of the labor 
market is such that the companies fear 
that some of their employees will go to 
work in other industries, if their earning 
power is curtailed by shut-downs. 


TENNIS LINES 
SELLING STRONG 


New Price-List 
the Subject of Study 


The event of the week in the-rubber 
trade, however, is the publication of new 
price-lists of tennis.goods. ' Following its 
usual policy, the United States Rubber 
Co. mailed its catalog and price-list for 
the coming season, so that its branch 
stores and its jobbing customers, where- 
ever situated, should receive them simul- 
taneously,-on the first mail, August 1. As 
was expected prices are higher. A com- 
parative list is given elsewhere, showing 
the changes not only in prices of continued 
lines, but mention of some of the new 
lines which have been added, some of 
which were on view at the recent Shoe 
Style Show, and samples on view at the 
branch stores. 

At present writing the “Recorder” has 
not received price-lists from the other 
manufacturers, but undoubtedly they will 
arrive within a few days, perhaps in time 
to be reviewed in this department next 
week. Probably prices will not vary 
materially from those of the United States 
Rubber Co. and the trade may be con- 
gratulated on the fact that, taking all 
factors into consideration, the advance is 
so moderate. 


Weekly 





The Rubb er Realin 
Market Review of Rubber 
Footwear, Supplies and Prices 
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CRUDE RUBBER 
TRADE WAITING 


For Next Move 
of War Trade Board 


There is practically nothing doing in the 
crude rubber market. The trade has 
been waiting, and rather impatiently, for 
the announcement of the decision of the 
War Trade Board, regarding the restric- 
tion of imports for the coming three 
months, and the fixing of prices for the 
various kinds of rubber. It was expected 
that the announcement would be given 
out the first of this week, but at the time 
of writing this page, no official note has 
been given out, though the general opinion 
expressed among the trade is that there 
will be no change in the policy or amounts 
of importations and allocations, and prices 
are likely to be fixed at a lower maximum. 

Such a policy seems likely in view of the 
depression of market values at primary 
points in South America and the Far 
East. With American buying restricted, 


_and British trade also considerably re- 


duced, the planters in the East find it 
difficult to move first latex crepe at the 
equivalent of 40c, while Manaos and Para 
prices are relatively low. Rubber seems 
to be the one crude material which this 
war has made lower in market value, in 
the countries now at war with Prussianism, 
yet the Central Powers are willing to pay 
many dollars per pound for this most nec- 
essary substance and take every means 
possible to run it past the blockade. 
This is partly the reason we have it so 
cheap. We quote: 

Upriver fine, 68c; islands fine, 59c; 
upriver coarse, 40c; islands coarse, 27c; 
caucho ball, 40c for upper, 36c for lower; 
cameta, 28c; first latex pale crepe, 63c; 
smoked sheets, 62c; brown crepe, 60c; 
centrals and Mexicans, 39c; guayule, wet, 
38c; washed and dried, 45c. 


SCRAP RUBBER 
DOWN AGAIN 


To Prices Unremunerative 
and Dealers Not Purchasing 


The scrap rubber market grows daily 
less attractive. A continued downward 


market is noted in scrap boots and shoes, 
owing to the absence of buying on the 
part of the reclaimers, and consequent 
accumulation of stocks at the warehouses 
of the scrap dealers. The latter are 
averse to buying at all, hence the lessening 
quotations they will offer. 

Scrap boots and shoes: Boston and New 
York, $7.50 to $7.87; Philadelphia, $7.50; 
Chicago, $7.30. 

Trimmed arctics: Boston, $6.10 to $6.30; 
New York, $6.00 to $6.25; Philadelphia, 
$6.00 to $6.15; Chicago, $6.25 to $6.40. 

Untrimmed arctics: $4.50 to $5.00, all 


markets. 


Notes of News 
in the Rubber Trade 


The United States Rubber Co. sold 
25,000,000 pairs of tennis shoes the season 
now closing, and could have sold more 
had their facilities for production been 
fully utilized. With a yéar’s publicity 
campaign already mapped out, and with 
plans perfected for increased capacity, 
this wonderful record is likely to be 
beaten out of sight, when next year’s 
figures are computed. 


Gutta Percha & Rubber, Limited, will 
make alterations and additions to their 
plant at Toronto, Canada, to be com- 
pleted this year, at a cost of nearly 
$1,000,000. 

The Warren (Ohio) Rubber Co. has 
increased its capital stock from $100,000 
to $150,000 in order to handle its rapidly 


increasing business. 


Gilbert P. Butterworth, of the Marion 
Rubber Co., Marion, Ind., was a visitor 
to this market last month. 


Ted Nicar, sales manager of the fqot- 


wear department of the Firestone Tire 


and Rubber Company, W. J. Bennett, 
manufacturing manager of the Goodrich 
Company, and J. A. Rishel, manager of 
sales of the B. F. Goodrich Rubber Com- 
pany, attended the meeting of the War 
Service Committee, Boot and Shoe 
Division, in New York on July 18, last. 
At this meeting there was a full attendance 
of the entire industry. 








THE WESTBURY 


Boot in Havana Brown Kid. 

Imitation Stitched Shield Tip. 

Leather Louis Heel. Flexible 
Welt. 


P. J. HARNEY 
SHOE COMPANY 
Boston Office 
183 Essex Street 


Coast Distributors 
H. S. BELL & COMPANY 
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Rochester 


Women Buying 
Next Year’s Supply of Shoes 


Judging by the crowds of women in all 
shoe sections these days, there is a great 
rush to secure pretty boots and slippers 
before the stern edict recently reported 
anent footwear goes into effect. From the 
way women are buying oxfords, it looks 
as though these shoes are going to be worn 
far into Autumn, and many women insist 
that they will wear the dainty high heeled 
oxfords all Winter with buttoned spats for 
street wear. 


SHOE MEN 
PUSH ALONG 


War Savings Stamp 
Campaign 

The War Service Corps of Rochester is 
conducting a War Savings Stamp Cam- 
paign this week. Reports arriving at 
headquarters as to progress of the work are 
very satisfactory. Every district of this 
city is being thoroughly canvassed by a 
“Lieutenant,” each resident being urged 
to sign a pledge card. In this manner 
every citizen is reached, either at his home 
or at his place of employment. When 
the question of paying for advertising 
necessary to inform the people of Roches- 
ter about War Savings Stamps came up, 
certain individuals and firms gave definite 
amounts to pay for all advertising in 
Rochester. The following shoe dealers 
and manufacturers are patriotically doing 
their bit towards the above: 

C. P. Ford Co.; Shinola Co.; W. B. Coon 
Co.; Menihan Co.; John Kelly, Inc.; T. B. 
Dunn of Utz & Dunn; E. P. Reed & Co.; 
Wm. Eastwood & Sons Co.; Gould, Lee & 
Webster, Inc.; Sherwood Shoe Co.; and 
Rochester Heel Co. 


Associations Omit 
Meetings During Hot Weather 


Harry Phelan, president of the Roches- 
ter Retail Shoe Dealers’ Association, an- 
nounced that until further notice, the regu- 
lar meetings of the association will be held 


every two weeks instead of weekly as 
formerly. The reason for this change is the 
extremely hot weather and the fact that 
so many of the members are away on their 
vacation. 

At the weekly meeting of the Rochester 
Association of Traveling Shoe Salesmen, 
it was voted to dispense with the next 
three meetings, and hold the next regular 
meeting on August 20th at the Powers 
Hotel, as usual. Fred S. Brill, secretary, 
said that the general sentiment of the 
annual outing was a great success, and in 
spite of the shadow cast by the World War, 
it was the most enjoyable in years. 


Running Along 
at Same Lively Pace 


At least one concern in Rochester has 
not been crippled by the army draft. 
None of the salesmen or principals in the 
office of the Leach Shoe Company have 
been taken, and probably not more than 
a half dozen of its factory workers. This 
is due to the fact that they are beyond the 
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age limit and certainly not because they 
are slackers. According to a statement 
made by Mr. Leach they find that their 
trade demands good workmanship and are 
willing to pay the higher prices in order to 
make up for the raise in the cost of mate- 
rials and production, and will not accept 
a lower grade of merchandise at “‘before 
the war” prices. 


Bits of News of Interest 
in the Trade 

Among the recruits accepted by Chief 
Gunner’s Mate C. H. White for the Naval 
Reserves this week was Wm. G. Hirsch- 
man of 12 Stanley Street, in charge of the 
clerical work in the cutting room of the 
Sherwood Shoe Company. 


Completing a 
Government Contract 

John Bornkessel of the Rochester Heel 
Company, and the tanners of Alden Oak 
Sole Leather, one of the largest of its kind 
in the country, advises that the company 
has just completed a large government 
contract. As yet they have not resorted to 
the use of leather substitutes, and are not 
contemplating doing so for quite awhile. 


North West 


White Shoes Selling 
in Excess of All Others 


White shoes continue to be the big 
sellers in Twin City stores, the call being 
more pronounced than in any past year. 
Retailers are having no small degree of 
difficulty in obtaining stocks for replenish- 
ment, the demand being in excess of the 
visible supply. The call for colored 
leather pumps and oxfords has fallen off 
materially since the advent of the warmer 
weather and the rise of the white shoe 
call. 


Fall Goods Arriving 
in a Satisfactory Way 

Fall stocks are arriving at local shoe 
stores and are eliciting smiles of satis- 
faction from shoe men who had feared 
the worst in the matter of delays. One 


prominent member of the trade told the 
“Recorder” representative on July 6 of 
having received several thousand dollars’ 
worth of Fall goods, the order for which 
was placed only a few days prior to the 
opening of the month. Everything 
indicates an excellent late Summer and 
early Fall trade, the only cloud on the 
merchandising horizon having been the 
possibility of great delays in obtaining 
merchandise. 


SIXTY PER CENT SALE 
AT ONE-THIRD PROFIT 


How a North Dakota Dealer 
Circumvented the 
Mail Order Houses 


What is probably a new. high record 
for shoe sales was hung up by Louis 
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Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
Oxfords and Pumps 

In Stock Ready to Ship 
Also Nifty Boots in All Lead- 


ing Shades 
Write for Samples 


1312 Washington Av., St. Louis, Mo. 
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Novelty Footwear 


IN STOCK 
In Narrow Widths 
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Gries 


Women’s McKay and Welt Shoes, Stylish 

at all times and values that stand alone 

at their prices. 

Cotter Shoe Co. - - Lynn, Mass. 
Boston Salesroom, 212 Essex St. 
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Knudsen, shoe retailer of Kenmare, North 
Dakota, the forepart of June when, as a 
result of a fourteen day sale, three thou- 
sand pairs of shoes from a stock of five 
thousand pairs were transferred from the 
store to the consumers of Kenmare and 
vicinity. ‘That this was not a cut price, 
no profit stroke of business, is indicated 
by the fact that the sales averaged a 
gross profit of 33 1-3 per cent right through 
the line. The event was prompted by 
Mr. Knudsen’s desire to prove to his 
trade his ability to give footwear pur- 
chasers the same value for their money 
as can the large retail mail order houses, 
with the addition of a fitting service 
denied these people by the very nature 
of their business methods. 

In preparation for the fourteen day 
sale, the stock was carefully gone through, 
comparisons being carefully made with 
shoes purchased from various of the mail 
order concerns together with comparison 
with catalog description of other numbers. 


Double Page 
Heart to Heart Talk 


Armed with the information resulting 
from this study, Mr. Knudsen prepared 
double page spreads which appeared in 
the local papers. These advertisements 
gave detailed information as to the reasons 
back of the sale, gave data as to compara- 
tive merit of specific shoes, and asserted 
the ability of the local store to give to 
every dollar the same or more purchasing 
power as does the distant retail mail 
order house. 

The result was, as stated, the sale of 
three-fifths of the stock in fourteen days 
at a very satisfactory margin of profit, 
to say nothing of the educational value of 
the demonstration which is certain to 
have a marked influence upon mail order 
buying in the community in the future. 


An Experiment 
Well Worth Trying 


Mr. Knudsen has been active in this 
line of work for some time and is enthusi- 
astic over the results which he has ob- 
tained. To the “Recorder” Mr. Knudsen 
said: “I think we have made a good 
start in weaning our people away from 
the mail order plan of buying their shoes. 
You cannot do it all at once however, it 
being a gradual process. However, at 
our post office and railroad station I am 
told that not more than one-half the goods 
are shipped in that used to come from 
these concerns.” 


Women Shoe Clerks 
More Numerous in City Stores 


In many of the Twin City shoe stores 


and shoe departments ladies are appearing 
on the sales floor, in some instances merely 
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serving as assistants while gaining an 
insight into the business of selling and 
fitting shoes and in others being as active 
as the male salesmen who remain. One 
Minneapolis shoe retailer who has em- 
ployed girls in this way during the past 
six or eight months, during which time 
many of them have become rather pro- 
ficient fitters of shoes, states that he finds 
them very proficient and satisfactory. 


LIFE INSURANCE POLICIES 
TO FIVE HUNDRED WORKERS 


O’ Donnell Shoe Co. 
Thus Favors Its Employees 


The O’Donnell Shoe Company, St. 
Paul, has recently presented to all em- 
ployees who have been with the firm for 
a period of two or more years, life in- 
surance policies. For those whose period 
of service ranged from two to five years, 
policies for $500 each were the rewards. 
After five years of service, each policy is 
increased $100 annually. The fact that 
this firm has been in existence for slightly 
more than eight years and that they 
issued a rather large number of $800 
policies speaks well for the stability of 
O’Donnell employees. Traveling sales- 
men, office employees, and workers in the 
factory, regardless of age or sex, were 
given policies, all premiums being paid 
by the firm. Mr. O’Donnell has been the 
recipient of many letters of thanks from 
wives of employees who, in most instances, 
were named as beneficiaries. In addition, 
nearly 500 employees gathered in the 
company offices shortly after the policy 
gift was made and in person expressed 
their appreciation, at the same time 
pledging their continued support and 
loyalty to the firm. 


Items of Interest 
Personal and Otherwise 


Elliot C. Hensel, advertising manager 
for C. Gotzian & Company, St. Paul, 
forsook the city the middle of July, spend- 
ing a couple of weeks vacationing in the 
vicinity of Taylors Falls, Minn. 


F. E. Church, vice-president, treasurer 
and general manager of the Northern 
Shoe Company, Duluth, is confined to 
his home following a recent rather serious 
surgical operation. His condition is said 
to be satisfactory, in view of the serious- 
ness of his ailment, and his early recovery 
is expected. 


Foot, Schulze & Company, St. Paul 
shoe manufacturers, have recently un- 
furled a new service flag with a single 
large star and the significant numerals 
47. 


Preparations are under way for a joint 
picnic by C. Gotzian & Company and 
Foot, Schulze & Company, both of St. 
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Paul. This is an annual affair in which 
all departments—factories, warehouse, 
office and salesmen—of both concerns 
participate. 

Gill’s Shoe Store, 25 South Fifth 
Street, Minneapolis, is closing out. Con- 
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ditions in shoe world, particularly diffi- 
culty in obtaining prompt deliveries, is 
given as the chief reason for this action. 
It is the present intention of the owner 
to open a ladies’ ready-to-wear store at 
the samc location. 


San Krancisco 


Clerks Coached in Sales Talk 
Previous to Starting Special Sale 


The shoe department of the Emporium 
conducted a successful Birthday Sale 
last month, in conjunction with the other 
departments of the store. A display of 


the goods to be placed on sale was made. 


in the Service Building auditorium, 
previous to the event, so that the clerks 
might be coached in their sales talks before 
offering the goods to the public. Accord- 
ing to Manager A. B. Champion of the 
women’s department, the sale was even 
more successful than the one of a year 
ago, which broke all records in the store’s 
history. The next sale will be the regular 
yearly July clearance sale. 


A Jam ata 
Clearance Sale 


The anniversary sale of Hale Bros. 
was remarkable in every way. The 
crowds which swarmed through the base- 
ment aisles were so jammed that it was 
difficult for all to get waited upon. How- 
ever, the entire stock was so thoroughly 
cleaned out that there was scarcely a pair 
of shoes left to tell the tale. 


Jaffa Space 
Increased 

The Jaffa Co., Los Angeles, whole- 
salers of juvenile shoes, exclusively, has 
leased the ground floor, basement and 
mezzanine floor at 742 South Los Angeles 
Street, where it has four times the amount 
of floor space as formerly. R. H. Jaffa 
recently returned from New York and 
other Eastern shoe centers, where he pur- 
chased the company’s requirements for 
Spring. With increased stock and im- 
proved facilities, the Jaffa Co. plan to 
give better service than ever. 


Hibberd Believes “‘Spiff” _ 
Preferable to Clearance Sales 


R. H. Hibberd, the new manager of 
the Regal Shoe store, says that he may 
have one more special sale while he is 
getting the store into shape, and that after 
that he doesn’t expect to conduct any 
more. During his term of five years as 
manager of one of the. Regal stores in 
New York City he did not find it necessary 
to conduct a single sale, and when he left 
his stock was in a well-cleared-out con- 


dition. Each week end he made an in- 
ventory of the stock on hand and when he 
found that any one line was stacking up, 
he offered his clerks 25 cents on a pair for 
selling them. This, he considers a much 
better arrangement than the usual clear- 
ance sale method, since it gives the profit 
to the clerks, keeping them more con- 
tented and holding them longer at their 
jobs. Then, too, he believes it is a fairer 
way to deal with his customers. At 
clearance sales if a shopper is attracted 
by the unusually low prices and is per- 
suaded to buy two pairs, when the next 
season comes round and he sees a pair of 
shoes he would like to have, he says, 
‘‘What’s the use? I have two pairs now 
which are not worn out.” 


Women Clerks 
Seemingly Making Good 


Sommer & Kaufman have employed 
four more women during the last month 
in the juvenile department alone, and 
three in the other departments. They 
are taking hold of the work intelligently 
and promise, in time, to fill the places as 
well as the men who have enlisted in their 
country’s service. Max Sommer is now 


on his vacation at Napa Soda Springs, . 


Cal. 


Hildebrant Goes to Seattle, 
to Manage the Royal 


A. J. Hildebrant, who for some time 
has been in charge of the Royal store, has 
left to become manager of the new Royal 
store which has just been opened at 2d 
and University Streets, Seattle. 

J. L. Zingelmann, for six years with the 
Royal and more recently connected with 
the Oakland shoe trade, is now manager 
of the store, having taken the place of 
A. J. Hildebrant. 

The Royal store has put in a complete 
line of men’s, women’s and children’s 
shoes. The original 18-foot front of the 
store has been enlarged to 30 feet, and 
the interior of the building altered and 
rearranged. Fred J. Christensen, formerly 
with Sommer & Kaufman, has taken up 
a position with the Royal. 


Little Notes 
of Shoe News 


J. Martin Anderson has sold out his 
share in the firm of J. Martin Anderson 
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& Co., 118 W. Main Street, Turlock, 
Cal., to C. A. Anderson. 
L. E. Karo has succeeded Carl Kramer, 
Bellingham, Wash., in the shoe business. 
Among the recent visitors to the San 
Francisco trade have been: A. B. Levy, 
Williams, Cal.; F. C. Dunne, Stockton; 
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Jos. A. Bilhartz, Marysville; Le Roy 
Harris, Los Angeles; C. H. Baker, Los 
Angeles; and H. Woolworth, Modesto, 
Cal. 

Dick R. Darby of the Bootery, San 
Francisco, has been drafted and is now 
in training for service “over there.” 


& oOuth 


Shoe Business Good 
and Prospects for More 


The shoe business in Louisville con- 
tinues good. Women’s white shoes are 
in big demand with somewhat of a short- 
age of supply. The dealers are experi- 
encing some difficulty in securing sufficient 
supply to meet the demand. 

In men’s, the demand for military lines 
has more than offset the loss of business 
occasioned by the number of men that 
have been called in the draft. The fact 
that a new artillery camp is about to be 
erected at Stithton, Ky., about thirty- 
five miles from Louisville, gives hopes 
that this nature of business will be ex- 
ceptionally good for some time. When 
the new camp is completed it is rumored 
that there will be stationed at the two 
camps, Camp Taylor and at Stithton, 
between 90,000 and 100,000 men, and 
this large number of men will, no doubt, 
buy quite a few shoes from the local 
merchants. a 


Cobb Will Enter Army 
Detroit Man Succeeds Him 


W. G. Kiomphaidt succeeds W. J. 
Cobb as manager of the Regal Shoe store. 
Mr. Cobb is spending a short vacation at 
Atlantic City before reporting for army 
service. He expects to go to camp about 


July 25. 


Enterprising Firm 
Establishing Army Branches 

Crutcher & Starks, in order to accomo- 
date the military trade, have established 
branch stores at Camp Taylor and at 
West Point, near the rifle range and have 


announced that in the near future they will 
put up another military store at Stithton, 
Ky. The branch stores that are already 
in operation have been a big success and 
have more than repaid for themselves. 


Max Fleck 
Convalescing 


Friends of Max Fleck, manager of the 
Louisville Dan Cohen store, are interested 
in knowing that he has fully recovered 
from his recent operation and is now able 
to be out. He recently left for Grayson 
Springs, Ky., for a short, vacation before 
resuming his duties at the local store. 


Shoe Man 
in Serious Trouble 


Charged with knowingly receiving stolen 
goods, Abraham Fish, who conducts a 
store at 406 South First Street, Louis- 
ville, handling a line of shoes, was recently 
held over to the October Federal Grand 
Jury. It is alleged that several articles 
consigned to the Abe C. Levi Co. were 
stolen from freight depots and later re- 
covered in Fish’s store,.along with other 
stolen goods. 


Cobb of the Regal 
Will Soon Don Khaki 


W. J. Cobb, manager of the’ Regal Shoe 
Store, of Louisville, has tendered his resig- 
nation in order to go to war, having been 
accepted and notified to be ready for the 
next call. C. W. Peters, district manager, 
is due in a few days, and will arrange fora 
new manager. Tom Violette, former as- 
sistant manager of the store, is now in 
France. 


Cincinnati 


HOT WEATHER 
AND SPECIAL SALES 


Stimulate Retail Trade 
to the Utmost Limit 


Retail shoe business has been stimu- 
lated materially during the past ten days 
through the medium of mid-summer sales 
conducted by the various downtown 
dealers and department stores. These 
sales have attracted many purchasers 





and indications are that the merchants 
are going to clean up their broken lines 
and seasonable novelties they do not care 
to carry over. The widespread publicity 
in the daily press of the elimination of 
certain styles and colors in women’s 
boots, effective beginning next Fall, has 
probably caused many women to purchase 
an additional pair or two of boots of the 
shades that will not be manufactured 
later, so as to be supplied with extra foot- 
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wear of their favorite color in the popular 
8 to 10 inch heights. 


Big Call 
for White Footwear 


White oxfords and pumps are in good 
demand at all the leading stores and the 
far-seeing buyer who purchased a good 
supply of this popular Summer article 
has been enjoying a brisk business during 
the past month. There is no let-up in the 
call for white footwear and dealers are 
finding it necessary to fill-in on some of 
the more popular styles. Local jobbing 
houses note a brisk demand for white 
footwear from dealers in the neighboring 
towns in Indiana, Kentucky and Ohio. 


SAUL BERGER 
VETERAN SHOE MAN 


Retires From Business 
and Takes a Vacation 


Saul Berger, organizer of the Roth 
Shoe Company, makers of the May 
Manton shoe for women, this city, and 
superintendent and buyer for the institu- 
tion during the 14 or more years of its 
existence, has announced his retirement 
from the concern. Mr. Berger has sold 
his interest in the business to his former 
associates who will retain this additional 
stock. For the present, Mr. Berger 
expects to remain in retirement, taking a 
much-needed vacation of several months. 
His plans for the future he is not ready 
to announce. He is one of the pioneer 
shoe manufacturers of this city, his 
history in the industry dating back to 
1880, when he became associated with 
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the old Blacker, Gerstle Company. 
Later, he aided in the founding of the 
Stern, Auer Company, acting as super- 
intendent of that concern. 

Mr. Berger is an active and popular 
member of the Shoe and Leather Club 
and several years ago served as president 
of the organization. He is also treasurer 
of the Boot and Shoe Manufacturers’ 
Association of Cincinnati. 


William Williams 
Leaves Duttenhofer’s 


William W. Williams, who several 
months ago became associated with the 
Val. Duttenhofer Sons Company, as 
sales and advertising manager, is no 
longer with that company, his retirement 
having been recently announced by the 
concern. Mr. Williams was formerly 
engaged in the shoe manufacturing busi- 
ness here, making a line of men’s shoes. 
When his company was liquidated some 
time ago, he accepted a position with the 
Duttenhofer Company. He has made no 
announcement regarding his future activi- 
ties. 


Shoe Woman 
Now Business Club President 


Miss Alice E. Engelhardt, secretary 
and treasurer of the Potter Shoe Com- 
pany, was named president of the Cin- 
cinnati Business Women’s Club last 
week. She was ‘previously vice-president 
of the organization for a period of two 
years. Miss Engelhardt is one of the 
most active business women in Cincinnati, 
having been with the Potter Shoe Com- 
pany for a number of years. 


Chicago 


REAL SUMMER 
HEAT BOOM 


And Shoe Merchants 
Having Heavy Trade 


A siege of hot weather has finally hit 
Chicago, and the natural result is shoe 
selling that is active enough to please all 
merchants, and they are all scouring the 
help market in Chicago to take care of 
the big crowds. 

The sudden departure of cold chills, 
and a turn for the better to genuine Sum- 
mer vacation weather, has boost:d whites 
to the highest point this season. The 
public are buying white shoes of every 
style. White pumps are having a tre- 
mendous demand, both in kid and canvas. 
Oxfords too, are selling in large numbers, 
as well as boots, in kid, canvas and 
fabrics. 

The feeling is general that this week’s 
impetus in shoe selling will continue to 





keep the sale of white footwear at a high 
mark for szveral more weeks. 


Special Sales 
Increase the Activity 

In addition to the fine weather, another 
factor which is assisting in active moving 
of shoe stocks are the numerous special 
sales which most of the stores are holding. 
Practically every shoe store and depart- 
ment store is participating in special 
offerings in shoe bargains, and a con- 
certed effort of most of the stores in 
announeing bargain sales is having. a 
marked buying influence on the public, 
which is apparent in the manner in which 
they flock to the stores to make their 
selections. 


Novelty Shoe Co. 
Will Move to Larger Quarters 


Rapid growth in business has compelled 
the Novelty Shoe Co., at present in the 
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“Where to Buy” constitutes a 
source of knowledge so that he who 
‘runs through these pages may read 
—and learn. 














//= invented the Lebel the Shoe 
; and have Printed ad all the eh pier 
“by the Shoe Trade ever since ———> 
Send for Sanflea— 








ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade. 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961. 








COLOR PRINTING DESIGNING 


CATALOGUES 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








“A Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


MAKERS OF HICHEST CRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 








ILLUSTRATORS 
C. GRIECO 


COMMERCIAL ART CO. 
179 W. Washington Street, 
CHICAGO 


SHOE 








ARE YOU GETTING OUT A 
CATALOG? 


LET US MAKE THE SHOE 
ENGRAVINGS 
WE ARE EXPERTS! 


JOURNAL ENGRAVING CO. 
257 WASHINGTON ST., BOSTON 




















JAMES KENT EATON 
EXPERT SHOE CATALOG 


PRINTER 


Seventy-four India Street, Boston, Mass. 
Telephone, Fort Hill 1006 
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Lees Bldg., to seek larger headquarters. 
It has leased almost an entire building 
at 30-32 South Wells Street, at the en- 
trance of the wholesale district. This new 
location, which will be ready for occu- 
pancy, October Ist, will give the Novelty 
Shoe Co. a big ground floor location as 
well as a basement and two upper floors, 
totaling 19,000 square feet of floor space. 
The increased space that this removal will 
afford will enable this fast-growing whole- 
sale house to carry one of the largest ex- 
clusive stocks of ladies’ shoes in 
Chicago. 


Foot Comfort Week 
a Wonderful Success 


The thousands of dealers throughout 
the country who participated in this Na- 
tional event report that in their estima- 
tion it was one of the most beneficial 
business stimulants that has ever come to 
their attention. It certainly was a won- 
derfully planned and executed concen- 
trated drive on foot comfort, and the 
beneficial results are not likely to be for- 
gotten by the public when the window 
trims are taken out. 

The Scholl Mfg. Co., who originated 
the Foot Comfort Week idea last year 
and who conducted an enormous National 
Advertising Campaign for the benefit of 
the dealers, report that they have received 
hundreds of photographs of the most 
beautiful and unique windows ever dis- 
played by the shoe trade. As a result, it 
was a most difficult task to select the trims 
to be awarded the major prizes. 

The consensus of opinion among the 
trade is to the effect that Foot Comfort 
Week is growing in popularity and that a 
continuance of it will make it still more 
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popular with the public and more valuable 
to the dealers. 


Short Newsy Item; 
of the Trade 


All the wholesalers at present have 
their salesmen out calling on the trade 
with samples that are new and snappy, 
offering them at prices which vary only 
slightly with the prices of last year. 

Chicago wholesalers certainly are get- 
ting in a fine lot of shoes, and the manner 
in which they are selling indicates a busy 
period in the forthcoming months. 

The C. W. Marks Shoe Co., 41 S. Wells 
Street, have aken a long lease on a four 
story building at 37 S. Wells Street, im- 
mediately adjoining their present head- 
quarters. This addition is already well 
stocked on all floors. 

Mr. F. E. Foster is the new sales mana- 
ger of Bradley & Metcalf Co., manu- 
facturers _f boots and shoes, Milwaukee, 
succeeding Mr. H. F. Dehn who has 
enlisted in the aviation corps of the 
army. 

The Bradley & Metcalf Co. have ob- 
tained and are now in the process of 
registering a new and timely name for a 
new heavy type farm shoe which they 
have created. This new name will be 
the Private Peat boot, and in con- 
nection with this they will use the phrase, 
“over the top in quality.” Permission 
to use this name was granted by Harold 
R. Peat, the daring young Canadian 
soldier who has written the world-wil-- 
read book, “‘Private Peat.” 

Markus Grossman, president of the 
Grossman Shoe Co., Chicago, operating 
five retail stores, died last week. Business 
will be in. active charge of his sons. 


Brockton 


PREPARING 
SPRING SAMPLES 


Manufacturers Getting 
Ready for New Season 


Looking forward to Spring, 1918, 
Brockton shoe manufacturers are making 


STOCK CATALOGS 
BEING PREPARED 


Will Be Distributed 


_During the Present Month 


Brockton shoe manufacturing concerns 
which carry goods in stock (and that is the 
general policy with local houses) are now 
preparing their catalogs illustrating and 
describing the immediate delivery of 
goods. Shoes are in process of produc- 
tion and will soon be available for dealers’ 
needs. 

Catalog distribution will begin dur- 
ing the middle and latter part of 
August when Fall stock goods will then be 
ready. These in-stock goods will repre- 
sent the usual good style and quality 
which is always a feature of made-in- 
Brockton footwear. 


up their samples. The trade here as a 
rule is moving carefully along these lines 
in order to conform strictly to Govern- 
ment requests and requirements. 


Plain Styles and 
Oxford Patterns 


There is no doubt that less samples 
will be made at Brockton factories for 
the coming season than at any time since 
the city became an important shoe 
center. Plain patterns will prevail. 
New lasts will be few. Oxfords will be 
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strongly featured; in fact, there will be 
more low cut shoes shown in Brockton 
Spring samples than ever before. 


Sample Savings 
Will Be Made 

As a means of conserving the production 
of samples for the coming season manu- 


facturers will, to some extent at least, - 
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use samples which were shown in the 
past season. Many of these represent the 
types of Made-in-Brockton shoes, which 
have been demonstrated as good sellers. 
The high cost of traveling and transporta- 
tion is an important factor along this 
line. There will be many “one trunk 
men” on the road for the coming 
season. 


Haverhill 


BUILDING NEW 
FACTORY 


Plant Under Way in 
Neighboring Town 


F. E. Adams Shoe Company, of this 
city, is building in the neighboring town of 
Seabrook N. H., a shoe factory where the 
best goods will be produced. This con- 
cern, which is identified with the produc- 
tion of high-grade turn shoes for women, 
misses and children, is planning to sub- 
stantially increase its business the coming 
season. Additional salesmen will be em- 
ployed -and new territory covered. The 
Boston office at 215 Essex Street has been 
moved to the front of the building so that, 
while it is on the second floor as before, it 
now faces directly on the street. Frank 
E. Adams, head of this concern, is one 
of Haverhill’s young manufacturers who 
has come rapidly to the front during the 
past few years, and is making a name for 
himself as a producer of high-grade 
shoes. 


GRAYS FOR 
FALL 


Will Sell in 
Women’s Footwear 


The recent Boston Style Show empha- 
sizes the prominence which gray kid and 
other leathers in those shades will have in 
Fall sales. Through the Government 
regulations, grays will not be shown in 
Spring samples. Naturally they will in- 
crease the Fall demand. Merchants who 
have women’s gray footwear in stock or 
ordered from their manufacturers for 
Fall season may consider themselves 
fortunate. Furthermore, with no more 
of these goods obtainable after the present 
season, the merchants who are real 
merchandisers will plan to get substantial 
profits from the sale of these gray goods. 


FACTORY FLAG 
DEDICATION 


At One of Haverhill 
Shoemaking Plants 


The Rickard Shoe Company recently 


held a flag raising at the factory on Essex ~ 


Street, when a large American flag and a 
service flag with 14 stars were dedicated. 


- entered the service. 


The exercises were in charge of the 
Patriotic Club connected with the Rickard 
factory. The purpose of this club is to 
keep in close touch with all those men 
employed in the Rickard plant who have 
President E. W. 
Scates said that he hoped every factory 
in Haverhill would form an organization 
for the same purpose. A patriotic ad- 
dress was given by former Mayor Albert 
L. Bartlett. There was music by an 
orchestra and the singing of patriotic 
songs. Several hundred persons attended 
the exercises. 


FOOTWEAR ON 
PREFERENTIAL LIST 


Haverhill Production 
An Essential Industry 


As the result of a conference between 
20 or more leading manufacturers of 
women’s shoes and the Priority Board at 
Washington, an agreement has been made 
to place shoes in class 3 on the preferential 
list, which includes all essential industries. 
Manufacturers however, to obtain this 
privilege will agree in writing to practise 
the greatest possible economy. Haver- 
hill factories will receive adequate sup- 
plies of coal during the Winter and the 
great industry in which this city has a 
foremost place will, so far as the Govern- 
ment is concerned, continue its normal 
production. Merchants who buy Haver- 
hill-made footwear are, therefore, sure 
that their orders will receive prompt 
attention and that goods will be delivered 
with the least possible delay. 


NEW SHOE 
CORPORATIONS 


Several Concerns 
Granted State Certificates 


Several concerns in the shoe and kindred 
lines were recently incorporated in Haver- 
hill. Among them are: Prosper Sheve- 
nell & Sons Co., Inc., with a capital 
stock of $50,000, engaged in the manu- 
facturing of shoe counters, soles and 
similar goods; F. Archibald, Inc., with a 
capital of $25,000, manufacturers of 
finished leather products and by-products; 
the Wood Heel Co. of Haverhill, with a 

(Continued on page 61) 
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here To Buy 


Miscellaneous 











High Quality Shue 
Laces for the Manu- 
facturing Trade. 
Write for Samples 
and Prices. 


J.& B.SALES CO. 
470 Park Ave. 


Worcenter - Mann 














W* Sumner SMITH 
CHICAGO ILL. 


BATHING SHOES 


_— WRITE — 









“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 














throughout South America means “These 
are the best of their kind for the 
South American market.” 








UNIVERSITY 
Taps UNDRY 
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Insoles of all kinds 


@4 Made by the House that 
makes good on deliveries 


Our brand is in demand 






Order from your Jobbers 




















THE RIGHT LACE 


PERFECT r CASE” 
Write us for prices- 
they will interest : you. 
GORDON MFG. CO. 
285 WEYBOSSET ST. PROVIDENCE, R.1. 
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SPRING 1919- 


WHITE BUCK LACE OXFORD 
IMITATION WING TIP AND CENTRE PERFORATION 
VAUGHAN’S IVORY SOLES—14/8 IVORY MILITARY HEEL 
WELTED PROCESS 


DoNnN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


BOSTON OFFICE 


FACTORY 
407 BRIDGE STREET 195 ESSEX STREET 





Seereeereteees, 
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WAITS STRIKE 
SETTLEMENT 


Manufacturers Delay 
Awaiting the Outcome 


The Boston Leather Market has been 
moderately active, yet, on the whole, 
hardly uptonormal. The trade is affected 
somewhat by the labor disaffections. 
Manufacturers are not anxious to add to 
leather stccks with the prospect of having 
these stocks lie in the factories uncut. 
Again, it has been expected that the fixing 
of hide prices would be almost immediately 
followed by the fixing of maximum sole 
leather prices, yet at present writing there 
seems less likelihood of an early announce- 
ment than ever, as the sole leather 
tanners and the price-fixing committee, 
after ineffectual attempts to come to a 
satisfactory schedule have agreed to let 
the Federal Trade Commission make 
further price investigations. This will 
take some time, and perhaps a matter of 
weeks. Meanwhile, shoe manufacturers, 
knowing that hides have been reduced 
three cents a pound, believe that leather 
must go lower, and so they are willing to 
wait, or, if leather is absolutely necessary, 
they will buy small amounts, piecing out 
present stocks until the new prices are 
fixed by the Government Board. 


SOLE LEATHER 
WAITING PRICE FIXING 


Stocks in Civilian 
Qualities Ample 


The sole leather market is but moder- 
ately active, with the bulk of the move- 
ment confined to leather contracted for 
by army boot manufacturers, and the 
sales of offal, which are reported particu- 
larly large. Weights of sole leather not 
needed for Government work are not 
active, though quotations as a rule con- 
tinue firm. Heavy dry hide hemlock 
runs 50, 46, 43c., middle weights 46, 43, 
40c. Light weights are in such slight 
request that quotations are nominal. 


Union sole shows only fair business, the 
abor situation preventing heavy trans- 
actions and while prices are nominally 
same as last week, there are reports of 
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individual transactions at concessions. 
Packer steer backs range from 72 to 76c., 
and some light packer cow backs quoted 
65 to 70c., while country hide leather, 
tannery run, is quoted at 45c. The price 
fixing of hides is being used as an argu- 
ment to beat down quotations on oak 
sole, but with considerable stock going to 
fill the recent large order of the purchasing 
agent of the British Government, tanners 
are holding strong to quotations. Best 
bends are held at 92 to 94c. for under 844 
iron, backs selling at 75c. tannery run. 
Belting butts sold last week at 97c. for 
No. 1 and 95c. for No. 2. The market is 
reported well closed out on desirable 
stock. 

Offal of all sorts is rather less active 
than in previous weeks, and prices have 
sagged a little. Hemlock bellies are now 
selling around l6c., a drop of 2c. from 
previous prices, and reports are current 
of sales at 15c. Union bellies are quoted 
18 to 19c., though a sale of union steer 
bellies at 25c. is reported. Oak bellies are 
held at 30c. for light and 35c. for heavy. 
Shoulders are quoted at 23 to 30c. for 
hemlock, 45 to 50c. for union. Double 
rough oak shoulders reported sales at 
65 to 66c. 


UPPER LEATHER 
GOING IN BEST GRADES 


But Quiet in 
the Lower Qualities 

The upper leather market has lagged 
the past week, mainly because of the 
factors mentioned above. Makers of 
civilian shoes are facing unusual con- 
ditions, and are paying little attention to 
the leather market. The settlement of 
the two shades of brown has cleared one 
vexed question, and if tanners can give 
the trade the two desired shades, un- 
doubtedly there will be a good trade in 
them, when the factories get back to 
normal and commence on the new 
season’s goods. Calf leathers in these 
colors are in fairly good demand even now, 
though only a few tanners are yet showing 
samples. Light weight colored skins are 
quoted at 67, 65, 60c. and heavy weights 
72, 70, 66c., with some choice specialties 


ew of Leather 
Supplies and Prices 
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held at 75c. Black calfskins range 60, 
58, 55c. Side upper leather prices con- 
tinue strong, and qualities for army work 
are being steadily shipped out. Colored 
sides, of the shades decided upon by the 
authorities, are quoted 45, 43, 40c. and 
black chrome ranging 45 to 48c. White 
side leather is scarce. Wax splits are being 
sent out to fill the big order recently given 
by the British Government. Chrome 
splits not selling, except in ooze finish. 
Heavy flexibles are scarce, but light 
flexibles are plentiful. Patent leather is 
not in active demand, but a lively business. 
is expected later. Glazed kid is showing 
good call for blacks of high quality, and 
all grades of browns. The sale of gray 
stocks has quieted down materially. 
Sheep leathers selling somewhat better, 
but still not very heavy for lining stock. 
Jerkin qualities, however are going 
excellently. 


HIDE MARKET 
LIVENS UP 


Under the Stimulus 
of Lower Fixed Prices 

The Boston hide market has livened 
up some under the stimulus of lower 
prices as fixed by the War Industries 
Board. No. 1 Ohio buffs are being taken 
at 2lc. and there is shown a willingness 
to pay 22c. for best extremes. Southern 
hides, from near points are held at 20c., 
but tanners ideas are 19c. flat. Middle 
points Ic. and far points 2c. less in asking 
prices, with little trading. New England 
and Canadian hides not moving, with 
quotations 1814 to 2lc., according to. 
quality. 

The Chicago packer hide market shows. 
some large sales following the price- 
fixing by the committee. Packers are 
naturally not as well pleased as tanners, 
but they have acquiesced quite grace- 
fully, and the total sales mount well up- 
into the hundred thousands of hides. All 
these sales, which are nearly all for 
future delivery and are August to October 
take-off, were made at the new full maxi- 
mum figures. Heavy native steers are 
quoted 30c., lights 29c. and extremes 24c. 
Heavy native cows are in greater demand 
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‘The 


In Stock 





B, C, D, 21-2 to7 





No. 235—Patent Opera 
$3.60 
No. 216—Gold Opera $3.85 


Correct Dod e 
For All a In Stock 





a 
Seeeeseeeseeeeeeeeesssessess 


fo. 3-0 ont No. 224—White Satin No. 237—Dull Calf Oxford 
MEOTG 2. cece eee vees . $3.00 Ps 
No. 230—Same in Patent No. 225—Black Satin, half with equare vamp... 9648 

ee re $4.00 Lowie Waeel. ...cccccs $3.00 

No. 232—White Sea Island 

PIPPI | Opera. ee “D ill Calf _— Steeeeeeeseeeeeteeeesesesesees 
: : No. 236— a : : 
: SIZES AND 7 . $3.60 ? FULL LOUIS : 
: a : : HEELS and : 
: » 4 to 2 : ALUMINUM: 
Fe te Nathan D. Dodge Shoe Co. : partes : 


Newburyport, Mass. 




















QUALITY 


futemores 


Shoe Polishes 





Sold in the Market Places of the World 


gola kid © pues leather— 
VARIETY also light and dark gray and 
: any other color or shade. 


NOBBY BROWN 











In addition to the 
four big sellers 
shown here we can 


Very popular 
everywhere. A 
strong seller. Keeps 
white kid, white 
calf, buck and Nu- 
buck shoes s pic 


supply an “Oil 
Paste,’’black or tan. 





PASTE—for all shades 
of brown agp Once 
you put this paste in 
stock, you'll be like 
everybody else who has 
ordered it—you'll repeat 
onit. For it’s one of the 
best sellers in our whole 
line. 

For Red or’ Oxblood 
there’s the same size 








and span. 


package of PEERLESS 
OXBLOOD PASTE. 


A purchase of Whittemore’s shoe polishes is an asset 


instead of a liability. 
Don’t take chances. 


It will sell. Others may sell. 


Ask Your Jobber’s Salesman or Write Us for Complete Catalog 


Whittemore Bros. Corp. C 


ambridge, Mass. 





BOSTONIAN C RE A M— 
e ideal cleaner for kid and 








NOBBY BROWN 
COMBINATION — A 
better combination than 
this old ae for 


cleaning 
all shades brown 
shoes is yet to be made. 
The leader for years. 
Yes, you can get 
this combination pack- 
for Red or Ox- 
ood and in both sizes. 
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than supply. Any orders for future de- 
livery between now and October 30 are 
likely to be at the maximum, 28c. and 
light cows 24c. Texas steers have sold at 
the new fixed prices, 28c. for heavy, 27c. 
for light, and 24c. for extremes. The 
demand for country hides continues heavy, 
in anticipation of the expected demand 
for leather for the new army shoe contract, 
and the new pri¢es are being held to, in 
all transactions. 

The Chicago calfskin market shows 
little change the past week. Prices are 
firm as per last report, and offerings small. 
Packer’s and Chicago city skins are held 
at 44c. Outside cities, 37% to 38M%c. 


Countries 34c. New York calfskin prices 
held as before, $4, $5 and $6. In foreign 
hides stocks on hand are low, and business 
generally is quiet. Dry hides, now that 
the new maximums are published, are 
expected to move a little more briskly. 
In wet salted no business of importance is 
reported. 


HAVERHILL 


(Concluded from page 57) 


capital of $25,000, to do business in the 
manufacture of heels; and L. M. L. Co., 
with a capital of $3,000, also engaged in 
the manufacture of heels. 


St Louis 


Clearance Sales 
Main Trade Movement 


Clearing sales are the most outstanding 
feature of the retail shoe market in this 
section just now, but it is very noticeable 
that the offerings are not to any extent of 
white, black, tan or any of the types which 
are at all likely to be available next season. 
What with the Government’s orders as to 
restrictions and the absence of change in 
lasts, as well as in general effect, retailers 
are holding to stock which can be carried 
over, and disposing only of such items as 
cannot be carried over in reasonably com- 
plete condition to meet next year’scall. It 
is notable, also, that there is a growing 
tendency on the part of retailers to regard 
the forbidden colors and cuts as good 
stock to carry over, if the lines are reason- 
ably complete, and thus be equipped with 
novelties for the coming year which they 
seem to believe will be good either because 
they will be different from the season’s 
run, or will be acceptable to the women as 
evidence of a patriotic desire to wear 
whatever is available, rather than call for 
strictly new style goods, while the war is 
on. 


Manufacturers 
Pushing Production 


Manufacturers of novelties generally 
are making good progress in filling their 
orders for Fall delivery. Plants operating 
on staple lines are getting out about 70 
per cent of their capacity, and have an- 
nounced that there will be no shut-downs 
during the heated term as has been the 
practice in the past, as the orders ahead 
are such as to forbid any cessation of such 
production as the plants are able to effect. 
The salesmen, who have been in for the 
most part since May,will not take the road 
for some time yet, because of the manu- 
facturing conditions and also because of 
the delay in providing samples caused by 
the Government’s restriction orders. 


Hamilton Brown 
People’s Picnic 

The employees of the five Hamilton 
Brown Shoe Co.’s factories in St. Louis, 
several thousand in number, enjoyed their 
annual picnic, July 27, at Ramona Park, 
near St. Louis. Electric cars, to the num- 
ber of nearly a hundred, were chartered to 
carry the several thousand employees to 
the park where athletic events, music, 
dancing and other entertainment were 
furnished. A brass band and an orchestra 
were provided, and the pleasures of the 
day were entirely at the expense of the 
company whose factories in the city were 
closed down for the entire day. 


Army Wants 
Shoemakers 

The United States Tank Corps recruit- 
ing office, in St. Louis, invaded the shoe 
factory labor supply during the week, by 
calling for men equipped to repair foot- 
wear for the men and officers of the corps. 
The usual military physical requirements 
were obtained as well as the ability to 
make repairs. Men from 18 to 40 were 
eligible for the work and those of draft age, 
not in the current quota for camp de- 
parture, were taken. The appeal for 
men was filled in a very short time after it 
was issued. 


SWOPE GOES 
TO EUROPE 


As Deputy 
U. S. Commissioner 

Horace M. Swope, secretary of the 
Swope Shoe Co., retailers of fine footwear, 
who has been active in Red Cross work in 
the St. Louis and the Southwestern district, 
has been appointed a deputy commissioner 
to France and will sail shortly for Europe 
to remain indefinitely. Mr. Swope’s ap- 
pointment was made by H. D. Gibson, who 
recently resigned as general manager to 
become commissioner to France. His 
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duties will be similar to those of a division 


manager in the United States. Mr. 
Swope became actively engaged in Red 
Cross work in March 1917, and has con- 
tinued since that time te devote much at- 
tention to his duties. He is 34 years old 
and unmarried. He is a graduate of Har- 
vard College and a member of the Uni- 
versity, the City, and other clubs of 
St. Louis, as well as a successful business 
man. The Swope business will continue 
under the management of able assistants 
during Mr. Swope’s absence. 


Red Bud 
Factory Sale Held Up 


The recent sale of the plant and equip- 
ment of the Red Bud Shoe Mfg. Co. at 
Red Bud, IIl., under receivership was held 
up by the court pending a decision as to 
the reasonableness of the bids made. The 
lump bid and the individual bids for vari- 
ous items, when aggregated, were so much 
lower than the receivers anticipated when 
the auction was decided upon, that the 
trustee is considering a special bid made 
by a shoe maufacturing company for the 
whole assets of the company. If this is 
accepted the plant will continue to be 
operated instead of dismantled and re- 
moved from the city. 


Newsy Items 


of Local News 


The International Shoe Company has 
completed the taking over of the plant at 
Fort Dodge, Ia., of the Johnson-Baird 
Shoe Co. and will operate it for the manu- 
facture of misses’ and children’s McKays 
and misses’ and children’s welts. A total 
capacity of about 3,000 pairs daily will be 
provided for. The plant has hitherto 
made about 2,000 pairs per day of women’s 
shoes. 

William P. Schell, an employee of the 
Brown Shoe Co., died at his home in St. 
Louis last week after an illness of three 
months. He had been connected with the 
company forces for a considerable period, 
before his illness, and while he had been 
confined to his home for three months, his 
death was, at the last, quite unexpected. 

Joseph G. Meyer, an employee of the 
Belleville, Ill., plant of the International 
Shoe Co., was killed in action in France 
July 4, according to cable advices received 
by his family. He was 25 years old and 
had enlisted in the National army about 
a year ago, being assigned to the 131st 
Infantry. His father is a coal miner. 


Wanted---The Address of 
Forbes & Wallace 


We have a request for the address of 
this firm. Will any of the trade knowing 
where this firm is located, please inform 
us. 
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Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each insertion 
Minimum amount accepted, sixty cents. For other “Want” ad- 


“Recorder” rates for space less than one- 
‘ Inimum 


eighth page per issue: 


Space 1 time 7 times 


1 inch $3.00 
i 6.00 

9.00 
12.00 


vertisements, five cents w for each insertion. 
amount accepted, One Dollar.” Ads. under this heading will be received 
D) 50 9 up to five o’clock Tuesday P.M. When advertisers desire answers to 
$2. $2.00 come in care of this office, twelve words must be allowed in each adver- 
4.75 4.00 tisement for address. When advertisers desire replies forwarded direct 

9 : to their address, each word of the address must be counted in the 
7.00 6.00 advertisement and paid for accordingly. Answers to ads. must be sent 
9.00 8.00 


13 times 26 times 52 times 


$2.75 
5.25 
7.75 
10.00 


under letter postage. 








Payment in advance is required, except when regular advertisers, as amounts 


are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 








SOUTHERN and coast man wanted to carry line 
of Brooklyn high-grade ladies’ turns and welts. 
About twelve samples. Strictly commission propo- 
sition. Address K69, care Boot and Shoe Recorder, 
127 Duane St., New York City. 


ANTED—High-class salesmen traveling in 
\ cantonment sections to present long-estab- 
lished, high-grade leather puttees and military 
footwear as side line. Send references and present 
connection. Address K70, care Boot and Shoe 
Recorder, 127 Duane St., New York City. 


A MAN will be considered who is above average 

and has fine clientele in high-grade men’s and 
women’s exclusive shoe stores to take highest-grade 
men’s and ladies’ welts as additional line. Onl 
highest type of salesmen will be considered. 
Address K71, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


WANTED—High-grade shoe salesmen to carry 
a short line of medium-priced women’s 
McKays as a side line, on commission basis, 
territories west of Chicago. Applicant must carry 
a nonconflicting line. Address B28, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


HOE SALESMAN—A permanent position for 

a first-class, aggressive retail shoe salesman, one 
who is not subject to draft, central Missouri town 
of 6,000, good salary. Address B31, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


RETAIL SHOE SALESMAN—Wanted by high- 
class shoe store. Town of fifty thousand in 
Massachusetts. Must know the business, and 
give shoe reference, also state salary required. 
Address B33, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SHOE SALESMEN wanted to cover New Eng- 
land and New York State with line of growing 
girls’ and children’s McKay shoes to the retail 
trade. State experience, lines previously carried, 
references, etc. Address B30, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMEN WANTED to take specialty side 
line of six men’s welt shoes—six per cent com- 
mission—the greatest welt values offered for coming 
season. Negotiations can be opened only with 
applicants who state age, territory now traveling, 
line represented, the amount of sales and shipments 
in 1917, also reliable references as to personal habits. 
All communications held confidentially. Address 
B19, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





WANTED-—Salesman by old, estab- 
: lished manufacturer, to carry as 
side line a nationally advertised prod- 
uct, sold to the shoe trade. Must be 
man with established business among 
his trade—one who is accustomed to 
earning several thousand dollars an- 
nually, and presenting a high-grade 
line to his trade in a manner which 
will net a large vol of busi 

The man representing us must be of 
unquestionable character and sales 
ability, and held in the highest esteem 
by the trade in his territory, with a 
past record which will warrant closest 
investigation. Your reply will be held 
in s t confidence. tate plainly 
what territory you cover, present line 
handled, and annual volume of sales. 
We pay 10 per cent commission. Our 
line represents the highest standard 


in quality and is a g Pp 
hebivess bis, care Boot and Shoe Re- 











corder, 207 South St., Boston, Mass. 








WANTED—A first class shoe salesman. A good 
position for a good man. Address Guarantee 
Shoe Store, Boise, Idaho. 





Two Real 
Salesmen 


Required 


One for Pacific Coast and one for Southern 
territory, to commission, 
women’s up-to-date high-grade “‘Cush- 
Flex’? McKays. Samples ready September 
5. Write to the John Fenton Shoe Mfg. 


Co., Columbus, Ohio. 


carry, on 














POSITION WANTED 


POSITION wanted by experienced shoe salesman 
not in draft. Sold over $100,000 last year. 
Desires representative line, Southern territory 
Address B27, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











HELP WANTED 


AM ENGAGED in shoe manufacturing and am 
too busy to give proper attention to my two 
stores in New England city of 55,000 population. 
Want a partner, or if preferred would dispose of 
both stores. Talk business in first letter. Ad- 
dress B32, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—tThree expert shoe salesmen in up- 

to-date men’s, women’s, and children’s shoe 
store. Would prefer shoe salesman and window 
trimmer. Good salary. Write at once. Address 
Asheville Bootery, Inc., Asheville, N. C. 
FOREMAN WANTED—For West Indies’ com- 

petent on women’s fine turned shoes. With 
former experience, Brooklyn preferred. Adress 
General Novelty Co., 23 South St., Boston, Mass. 











LINE WANTED 


NOTICE—Shoe manufacturers: Owing to up- 
heaval in manufacturing, experienced, ac- 
quainted salesman desires new connection with 
high-grade line of shoes (no men’s) for large retail 
or jobbing trade. West of Denver territory. 
Only reliable, responsible, dependable, live houses 
considered. Address B29, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
MANUFACTURER of Men’s and Boys’ Heavy 

Shoes with well located Boston office desires 
to handle other lines in Men’s or Boys’ Shoes. 
Moccasins, Slippers, Sandals or Sport Shoes. Corre- 
spondence confidential. Address B19, care Boot 
sed Shoe Recorder, 207 South Street, Boston, 
Mass 








WANTED 
A Sales Manager 


A large middle western rubber 
goods manufacturing company 
producing fibre soles that have been 
thoroughly tested and proved from 
every standpoint, desires to hear 
from men with merchandising 
experience in the shoe manufactur- 
ing field. 


We want a man who is big 
enough to take entire charge of the 
sales of this sole and will back him 
and encourage him to the limit. 


We are not expecting sensa- 
tional performance right off the 
reel, but prefer a man who knows 
how to increase sales from the 
start by steady, healthy methods. 


The man who makes good on 
this job has a future that we will 
make as attractive as he could 
wish. Applications should be made 
in as complete detail as possible 
to B-34 c. o. B. S. Recorder, 
207 South St., Boston, Mass. 














FOR SALE 





FOR SALE—16 sample trunks for women’s 
shoes, in good condition. Address Johnson- 
Baird Shoe Co., Ft. Dodge, la. 








WANTED TO PURCHASE 





T° PURCHASE—Mismates wanted. Address 
Ryan Shoe Co., Hannibal, Mo. 


CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken 

over. We will send a representative to 

investigate and make offer upon request. 

Max Kalter Mercantile Co. 

100-102-104 Grand St. New York City 
Phone Spring 94138 

















Aug. 3, 1918 BOOT .AND SHOE RECORDER 


MISCELLANEOUS MISCELLANEOUS 


Wanted. at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. Short ee 
Leases Taken Hard to wear off. 


GLOBE MDSE. CO. Mode from drawn 


WANTED TO PURCHASE 











NATIONAL 
SHOE 
PLATES 


We Buy for Cash 


Manufacturers’, Jobbers’ and 


Retailers’ Surplus Stocks, Jobs, 
Closeouts 
NO QUANTITY TOO LARGE 


Indianapolis, Ind. 


New York Office 
23 Lispenard St., New York City 


ples on request. 
Mr. Retailer: Tell 
your repair man to 


put these heel 
plates on your cus- 
tomers’ shoes. 

your jobber can’t 


We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


LT 











Merchandise of Ali Kinds Purchased 
supply you, 


Bic cle WRITE US 


STEP eae ~4 deliv- 
LADDERS 


NATIONAL SHOF 
PLATE MFG. CO. 

are made 

in many 


1248 West Third St. 
styles and 
to fit all 
kinds of 
shelving 
Send for catalog 
giving full de- 
scription and 
prices 
The Bicycle 
Step Ladder 
Company 
67 Randolph St. 
Chicago - - Ill. 


100,000 
Milbradt 
Ladders 


Now in Use 


Milbradt Rolling 
Step Ladders are be- 
ing used throughout 
the country. They 
are real time and 
money savers and 
are noiseless. 
Shipped subject to 
approval and satis- 
faction guaranteed. 
Write for catalog show- 
ing Milbradt dders 
suited for every kind of 
shelving. 


Milbradt Mfg. 
Company 
2410, N. 0th Street 


Louis, Mo. 








WT 


























We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE . 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
*"Phone, 2328 Williamsburg 




















Highest Cash Prices Paid 


for entire shoe stocks. We also 
* buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
stablished 1890 


GLAUBERG & CO. 
4C1 Broadway, New York 








Metal Shoe Fitting Stools 
And Floor 


Mirrors 


Phone 2438 Franklin 
We also purchase clothing, 
hats, furnishing goods, etc. 














The Influence of the 


Boot and Shoe 
RECORDER 


with retail shoe buyers is 
the greatest aid your sales 
department can _ possibly 
have or get. 





MISCELLANEOUS 





No. 141 ; 
~Wx ter The Chicago 
Pies Wire Chair Co. 


621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS - 














“ADD:THEM TO YOUR STOCK 
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wearer, in the right fitting, for the right 


Member of Associated Business Papers, Inc. 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 


THE RECORDER CREED: 


stribution 


Member of the Root Newspaper Ass'n 


BOOT AND SHOE RECORDER 


Getting More Shoes Sold Right; not only “more” but “right”; sold for the right purpose, to the right 
rice, at the right profit. This is the great problem of the retail 


shoe merchants. The chief purpose of the ““Boot and Shoe Recorder”’ is to help solve it; for this is the 
basic problem upon which depends the progress of the entire allied industries relating to shoes and 


eather; their production and 


Annual subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 


Member of Audit Bureau of Circulations 


Entered at the Post Office, Boston, Mass., as second-class matler 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S.A. 














WHERE TO BUY 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago. ......c.cccccoce 10 
Bancroft-Walker Co., Haverhill, Mass....... 15 
Bates, A. J., Co., Webster, Mass........... 36 
Bluestein Bros., Boston.............++++++: 53 


Carter, J. W., & Co., Nashville, Tenn, and 

TE RP ere rrr rere rere seeee 
Chippewa Shoe Co., Chippewa Falls, Wis.... 13 
Churchill & Alden Co., Brockton, Mass. .4th Cover 
Cotter Shoe Co., Lynn, Mass...........+.++ 52 
Cushman, W. C., & Co., Boston..........+++ 52 
Dalton Co., Brockton, Mass........-...+++ 2 
Dodge, N. D., Shoe Co., Newburyport, Mass. 60 
Dolgeville Felt Shoe Co., Dolgeville, N. Y... 4 


11 





Federa! Shoe Co., Lowell, Mass..... 6 
Fiske Shoe & Leather Co., Boston.. 45 
Fox, Inc., Chas. K., Haverhill, Mas: ows 1 
Harney Shoe Co., P. J., Lynn, Mass......... 50-52 
Holmes, W. T., Co., Philadelphia........... 15 
Ideal Vogue Shoe Co., Haverhill, Mass...... 4 


hansen Bros. Shoe Co., St. Louis, Mo.. oe 


° 
Johnston & Murphy, New York — i Pakage 
eith, The Preston B., Shoe Co., Brockton, 


EEE IEE ES LIE EPCOT eS 
King, Inc., Mrs. A. R., Philadelphia. ...2d Cover 
Kleine, Henry, & Co., Chicago...........++ 53 
Knipe Bros., Ward Hill, Mass.............. 54 
Lane Bros. Co., Boston........ seeecsconees 52 
Lilly, Henry, Co., New York City.......... 54 
Lindner Shoe Co., Carlisie, Pa...........+++ 7 
Malbon Shoe Co., Haverhill, Mass.......... 13 
Marathon Shoe Co., Wausau, Wis........... 13 
Marshall Co., C. S., Brockton, Mass........ 42 
McElroy-Sloan Co., St. Louis, Mo....... see §=645 
McElwain Barton Shoe Co., Kansas City, 


idinbeabernaedeanee ech amsres ront Cover 
5. 


M 
Monitor Shoe Co., New York City.......... 


Nettleton, A. E., Co., Syracuse, N. Y....... 54 
Nu Baby Shoe Co., E. Lynn, Mass.......... 53 
Paff Shoe Co., Alexandria, Va............+.. 53 
Peters Shoe Co., St. Louis, Mo...... .3d ee | 








Powell & Campbell, New York Cit 


Reed, E. P., & Co., Rochester, N. <s 9 
Regal Shoe Co., Boston.......... .. 18-19 
_ Rhein Shoe Co., St. Louis, Mo . aa 
Rice & Hutchins, Inc., Boston.............. 22 
Sargent Co., D. D., Salem, Mass............ 
Smith, Wm. Sumner, Chicago.............- 57 
Solo Shoe Co., New York City............. 15 
Standard Felt Co., West Alhambra, Cal..... 15 
Stetson Shoe Co., So. Weymouth, Mass...... 54 
Stone, K. M., Importing Co., New York City 44 
Stylo Shoe Co., St. Louis, Mo.............-+ 53 
Tober-Saifer Shoe Co., St. Louis, Mo........ 52 
Timson Bros., Boston..........-.+2+:2++++ 52 


United States Rubber Co., New York City.. 48 
Vinsonhaler Shoe Co., St. Louis, Mo...... see 658 
Weimer-Wright & Watkin Co., Philadelphia. a 


Worko Mfg. Co., Racine, Wis.............- 
LEATHER AND OTHER MATERIALS 
Agoos, S. L., Tanning Co., Boston........... 55 
Baker-Kimball Co., Boston, Mass.......... 44 
Beggs & Cobb Co., Inc., Boston............- 55 
Creese & Cook Co., Boston..............44. 55 
Gallun & Sons, A. F., Milwaukee, Wis....... 6 
Hub Gore, Boston and New York.......... 55 
Hunt-Rankin Leather Co., Boston, Mass.... 55 

a re f 
evor, G., & Co., Inc., Gloversville, N.Y. ... 12 
Standard Kid Mfg. Co., Boston............ 3-55 
FINDINGS AND SHOE STORE SUPPLIES 
B-H-K Mfg. Co., Inc., New York City....... 57 
Bicycle Step Ladder Co., Chicago........... 63 
Chicago Wire Chair Co., Chicago........... 63 
Dudley, T. D., Co., Haverhill, Mass......... 57 


Essex Rubber Co., Trenton, N. J........... -8 


Goodyear Tire & Rubber Co., Akron, Ohio.. 5-38 
Gordon Mfg. Co., Providence, R. I.......... 57 
- & B. Sales Co., Worcester, ee 


aing, Harrar & Chamberlin Co., Phila- 

CIs bikie ano Sabah oni dvce chee ducees 13 
Locke, H. E., & Co., Boston....... 16 
Milbradt Mfg. Co., St. Louis, Mo. . 63 
Myers, F. E., & Bro., Ashland, Ohio. 63 





Narrow Fabric Co., The, —— | SR 3 13 
Nathan Novelty Mfg. Co., New York City. . 13 
National Shoe Plate Mfg. Co., Cleveland,O. 63 
Scholl Mfg. Co., Chicago..........-esesee. 20-21 
Tyer Rubber Co., Andover, Mass.......... 47 


FINDINGS, EQUIPMENT, REPAIR SECTION 
American Shoe Polish Co., Chicago......... 10 
Columbus Polish Mfg. Co., New York City..... 16 
Crystal Fixture Co., Chicago............... 15 


Emery & Beers Co., Inc., New York City ... 1 
Firestone Tire & Rubber Co., Akron, Ohio .. 6 
Griffin Mfg. Co., New York City........ 2d Cover 
Lincoln Co., The, St. Louis, Mo............ 14 
Lyons & Co., Hugh, Lansing, Mich......... 14 
Miller, O. A., Treeing Machine Co., Brockton, 

ON LS Ge LE ORE I LL OS: 
Philips, A., & Co., Inc., New York City.... 15 
Polay Fixture Service Co., Chicago......... 14 
Polay-Jennings Co., Chicago............... 12 
Ramsay, H. W. & Co., Boston............. 13-14 
Rhodes, M. M., Son Co., Taunton, Mass.... 13 
Streit, C. F., ae. Co., Cincinnati, Ohio... . 8 

raid Mfg. Co., Providence, 


——- Lace & 
United Shoe Repair Machine Co., Boston.3d Cover 
Whitcher, F. W., Co., Boston.............. 12 
Wizard Foot Appliance Co............. 4th Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 
Columbus Polish Mfg. Co., Inc., New York 


City . 
Griffin Mfg. Co., New York City........... 


54 
New York Dyeing Co., New York City..... 13 
Pfister & Vogel Leather Co., Milwaukee, Wis. 46 
Radium Dye Co., Kansas City, Mo......... 15 
Rogers Fibre Co., Boston...............0.. 17 
United Shoe Machinery Corp., Boston...... 14 
Whittemore Bros. Corp., Cambridge, Mass. 60 

MISCELLANEOUS 

Atlantic Printing Co., Boston.............. 56 
nooo Purchasing Syndicate, Brooklyn, 
Calderwood & Preg, Boston, Mass. ._...... 57 
Credit Clearing House, New York City ..... 42 
Eaton, James Kent, Boston................ 56 


Fitchburg Mutual Fire Insurance Co., 
IO 6 oan ace dk «adkincee 6c 15 
Goshen: & Co., New York City............ 63 







lobe Merchandise Co., Indianapolis, Ind. 63 
Grieco, C., Commercial Art Co., Chicago 56 
Harvard Engraving Co., Boston............ 56 
Hooper Printing Co., Boston... 56 
Hotel Essex, Boston............. 42 
Hotel Martinique, New York City. 15 
aeey Engraving Co., Boston...... 56 

alter Merc. Co., Max, New York City..... 63 
EPP 56 
.Merchants’ Business Building Service, 

PO WOU AI io orc ncde sie ctigabibectcs 46 
New. York Export Purchasing Corporation, 

WD MIO, soc codannotbeSade adccie 63 
Tolman-Print, Brockton, Mass............. 56 
University Electrotype Foundry, Cambridge, 

Gh 06 ab 66a Gna e Eh es 6-66. kecki kaa 57 
Van Praag Co., New York City............ 63 
Zoccola Co., Inc., The, Boston............. 57 
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SUBSCRIPTION—The subscription price of 
the :-y Shoe AY Pa $3.50 a 
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in the United States Cube, “Hawaiian 
Islands, Philippine Islands and Mexico. 
The price for a is $5.00 a year, in- 


clud 

FOREIGN SUBSCRIPTION—The price to 
all foreign countries except the above is 
$7.50 per year, including postage. 
All subscriptions are payable in ad- 


ance. 

ADVERTISING RATES—Card of Adver- 
tising rates furnished on application. For 
— for Wants, for Sales, etc., see Want 

age. 
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Vacation Window Backgrounds 
Make Your Windows the Talk of the Town 


By FRANK P. TAYLOR 
Display Man of the W. L. Douglas New England Stores 


OST everywhere you will 
M find the same old win- 

dow trimming ideas 
shown. It is up to the mer- 
chants to’create something dif- 
ferent in his windows. There 
will always be criticism on these 
new ideas carried out so it will 
require initiative and nerve to 
put them over right. For va- 
cation footwear windows your 
merchandise may consist of 
tennis shoes, golf shoes, bathing 
footwear, shoes for dress and 
camping boots. Get your imag- 
ination working. What is neces- 
sary for such sports? What is 


FRANK P. TAYLOR 


used when you play tennis, canoeing, etc.? Make a list of these 
sporting goods you could use for your special trim. Draw out 
on paper a rough sketch of a background that would be appropri- 
ate with these sporting accessories and the foundation of the 
window is laid. Arrange a trunk, bag, also golf sticks or tennis 
racket and net. If possible hire or paint a background for the 
seashore, race track or tennis court. All of these things put 
sales suggestions into your display and that is what is lacking in 
so many shoe store windows today. 

Lovers of sport will be interested in this kind of display and 
their interest will eventually turn to you and your merchandise. 
An old screen can be put into use by covering it with white card- 
board and sketching a marine scene in black charcoal. This 
would make a good background for outing footwear. Fill in 
with oars, fishing rods and croquet sets. Make your trims simple 
in design and with a strong sales appeal. Rich simplicity is the 
keynote to successful displays of all kinds. It is our own fault if 
we overdo the display and crowd the window. White shoes for 
the window should be stylish and immaculately clean. One 
might say that it was impossible after handling black shoes to 
have your hands clean. But if a shoe gets marked up, art gum 
or white powder cleaner used the last thing before the shoe is 
put in the window, will prevent having soiled shoes for display. 
It is often noticeable that in making a display, merchandise— 
the most important part—falls down in appearance. It is due 
to the fact that the one who does the forming of the shoes has 
not the proper forms or he does not care how the shoes look in 
the window. If the merchant,when ordering styles in shoes, would 
have one or two pairs formed at the factory, it would eliminate 
a great deal of bad appearing shoes in the window. 


When it is really necessary to put a large number of shoes in 
the window to show all styles, it is a good plan to build the 
display high rather than crowd it in on‘an ordinary low trim. 
Flowers would add a great deal to the display used for vacation 
footwear. Artificial are the best and most economical in hot 
weather. If unable to buy artificial flowers, write the editor of 
the “Boot and Shoe Recorder” and you will receive the addresses 
of first-class concerns who handle them. Color schemes should 
demand a great deal of thought and care in selecting the right 
combinations for the season of the year. For instance, cool 
colors in Summer, orange and gold in Fall and strong colors in 
Winter. 

Make an effort to push your windows for all they are worth, 
for business naturally drops in the hot weather. 

Clean, snappy windows, with a touch of originality are splendid 
salesmen for you. Their one mission is to sell—sell—sell. You 
certainly would not send out a salesman ill attired, unshaved 
and unshorn. It’s the bright spick-and-span fellow who gets 
the business. So it is with windows, and the time and thought 
expended in keeping your windows bright and attractive will 
surely yield you big sales dividends. 

If you haven’t given your windows the attention they déserve 
getatit now. It will pay you well. 





The Part the Trade Press Plays 


The Members of the Trade Press have 
always given loyal support to our organi- 
zation and have done much _ toward 
increasing the variety and volume of 
sales of shoe findings and are now ma- 
terially aiding our Educational Work. 

It should be our constant aim to co- 
operate with and encourage them in 
every way possible. 

Last year we started an Educational 
Campaign both for creating better con- 
ditions amongst the members in different 
sections of the country and to assist 
Repairers to a higher business level. 

From speech of Frank W. Whitcher, 
at Convention of N. L. & S. F. Assn., 
Pittsburgh, Pa. 
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Twenty-First Annual Convention 


International Association of Display Men---Well-Known Mer- 
chants Tell of the Value of the Display Window 


the Waldorf-Astoria, display men from nearly every 

state in the Union and many from Canada gathered to 
discuss better methods of merchandise display advertising. 
For four days these men listened to Government officials, suc- 
cessful merchants and prominent men in their own profession 
tell of the value of the display window. 


QO* Monday morning, July 8, in the Grand Ball Room of 





DECORATOR’S SUPPLY COMPANY, CHICAGO 


This exhibit showed some very attractive and useful window 
fixtures, daintily decorated. The photo does not do justice,to 
the fixtures. 


There was much to be said of the importance of the display 
window in carrying out the war program, and in backing up our 
fighting forces overseas. The value of window display is realized 
as never before. It has played an important role in the sale of 
Liberty Bonds and Thrift Stamps as well as delivering the 
messages of the Food Administration and other Government 
organizations. There was much enthusiasm among the display 
men as they listened to some of the big men of the country tell 
of their appreciation of what has been done through the display 
windows of the country toward winning the war. 

The convention was called to order by President Harry W. 
Hoile. 

David H. Knott, sheriff of the County of New York, extended 
ari official welcome to the city on behalf of the city government. 

Louis Wiley, general manager of the New York Times gave 
an interesting talk on newspaper advertising and advised close 
co-operation of display men with their advertising departments. 

H. A. Saks, of Saks & Co., New York, told the members of 





B. LOWENFELS & CO. NEW YORK 
This was one of the most attractive exhibits at the convention. 
The valances in blue and white and gold would easily convince 
anyone of their value to the modern store window. 


the appreciation his firm has of its window men. He said, in 
speaking of the recent campaign on the sale of Thrift Stamps, 
that their sale in his store increased ten times when the display 
was in effect. 

On Monday afternoon, Jesse H. Neal, director of the Com- 
mittee on Public Information, Division of Advertising, United 
States Government, and secretary of the Associated Business 








THE ADLER-JONES CO., CHICAGO 
Showing wonderful possibilities for the shoe store display man 
in the use of decorative papers and panels combined with wicker 
fixtures. 
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Papers, cited some notable examples of the value of the show 
window in promoting war propaganda. 

Tuesday was given over mostly to practical demonstrations 
of the display of merchandise by men well known in the pro- 
fession, including John Loock, display manager for McFarlan 
Clothing Co., Rochester, N. Y.; Clement Kieffer, Jr., display 
manager for C. A: Weed & Co., Buffalo, and C. A. Vosburg, 
display manager for Joseph Horne Co., of Pittsburgh. A. L. 
Powell, illuminating engineer with the Edison Lamp Works, 
gave an interesting talk, with demonstration, regarding the 
direction and color of light in the display window. 

Wednesday brought forth some excellent draping demonstra- 
tions by Carrol S. Nichols, display manager for R. H. White 
Co., of Boston. James R. Trewhella, display manager for Best & 





DISPLAY SERVICE COMPANY, 114 WEST 
IWTH ST., .N.:%. 


This display easily proved to be the most popular exhibit at the 

convention. It showed many unusual and mighty practical shoe 

fixtures as well as very attractive backgrounds and at prices 
most reasonable. 





COMBINATION BOOTH BY NATURAL PLANT 
PRESERVERS CO., AND THE GREENWALD 
DISPLAY FIXTURE CO., NEW YORK 


Unusually decorative because of the colorful touches of a few 
well selected flowers which were contrasted with the black and 
white stenciled valance and posts of the booth. 


Co., New York, made some practical displays of infants’ and 
misses’ wear. The feature demonstration of the day was per- 
formed by Irving Schwartz, display manager for R. H. Macy & 
Co., New York, who draped several complete gowns and wraps 
on living models. The annual banquet wound up the activities 
for the day. 

Thursday was mostly occupied by the election of officers and 
awarding of prizes for the contest. B. A. Rainwater, with Hess & 
Culbertson, St. Louis, demonstrated the use of speed pens and 
other interesting points in the making of the all-important 
modern show-card. 

The many interesting exhibits by manufacturers were well 
patronized, and we are reproducing a few of them here for those 
who were unable to attend. 








The three novelty stands here pictured strike a distinctly new note in shoe display fixtures. They are hand painted wooden cutouts 
and in idea and design are decidedly ultra-modern. Shoe merchants desiring to know more regarding these attractive stands will be 


' furnished with the name of the manufacturer by addressing Equipment Editor, the ‘Boot and Shoe Recorder.” 
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All the Resiliency of | 
Barefoot Heels 


TR ERE’S anewsensation in wearin? Firestone 
Non-Skid Rubber Heels, a cushioning, effect 
that can best be likened to the cushions provided 
by nature when she designed the heels of our feet. 


For years men have tried to imitate those 
cushions in making, rubber heels. But rubber 
alone cannot provide the résiliency of the human 
heel. It must be augmented with an air cushion. 


And so, in the design of 


resione 


Non-Skid Rubber Heels 


an air chamber was provided between the heel and the 
shoe. This air chamber and the live, pliable rubber used 
in Firestone Heels provides Sreater resiliency than is 
furnished by any solid rubber heels on the market. 

And the Firestone Non-Skid Bars are recessed into the rub- 
ber instead of raised on the surface where they can quickly 
wear off. They provide sure non-slippin, a footing, on slip- 
pery pavements which willimmediately win you customer- 
satisfaction and 300d will to an extent that will surprise you. 

Firestone Non-Skid Rubber Heels are made in men’s and 


women’s sizes, and have a mathematically correct concave 
on the fitting, surface that makes fitting easy. Send for 
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E details and prices . 
iE 
E FIRESTONE TIRE AND RUBBER COMPANY 
E FIRESTONE PARK AKRON, OHIO 
Showing = : 
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Foot Appliances 


Business Builders for Shoe Stores if Properly Handled 
and Correctly Fitted 


store and asked for Mr. Smith. To Mr. Smith, she said 

she was having trouble with her feet and had been 
advised to see him. When the lady had been seated and her 
shoes removed, her feet were carefully measured and examined. 
It was found that she had hammer toes and an extremely severe 
case of anterior metatarsal arch trouble. Her feet were very 
sore and painful and she complained of cramps and shooting 
pains. It was also found that her shoes, which were of the usual 
two-inch Louis XV heel type, were two sizes too short and fitted 
loosely in the heel. 

She was advised that inasmuch as the shoes she was wearing 
were too short, and did not fit properly otherwise, that it would 
be necessary for her to buy shoes as well as arch supports. 

The shoes selected for her by Mr. Smith were of rather full 
toe with medium low heel. She rather objected to these as not 
being just in accordance with her idea of style. When, however, 
it was explained that this type of shoe was needful in order to 
give freedom for her toes and remove excessive weight from the 
affected parts, her objection was waived and she bought the 
shoes, arch supports and some accessories; in all about twelve 


O*: day in the early Winter a lady walked into a shoe 


dollars. 

After the shoes were fitted, arch supports carefully adjusted 
and a record made of her name and address;.she was advised 
to come back within three days, or sooner if she suffered any 
discomfort, so the supports could be adjusted again. 

During all this time, she was very glum, down at the mouth 
and apparently sore at the world. 

Nothing more.was seen of her for about ten.days when she 
came in again, this time in much better humor, and said she 
just dropped in to say her feet were much better and that 
she didn’t want the supports adjusted because she thought they 
were just right. She was asked to return again within the week. 

When she came back this time the supports were readjusted. 
Her mental attitude seemed entirely changed and she told the 
following story: 

“When I came in here first I was sick, discouraged and dis- 
gusted. I am trying to finish my college course this year and to 
do so means extra work. When I came in here I had been unable 
to walk to my recitations for several days and my eyes hurt so 
badly I couldn’t study in my room. A month ago I went to a 
doctor and told him about my feet. He said it was rheumatism 
and gave me some medicine to take. It did me no good and my 
feet grew worse and worse. 

“The day I came in here I grew desperate and went to see 
another doctor. He carefully examined my feet; told me I 
didn’t need medicine but to come to you and you would fix me 


7 


up all right. At first, I was annoyed to think a doctor should 
send me to a shoe store when I had rheumatism, but I had to do 
something and so I came. 

“T can’t explain my feelings, but some way or other I feel like a 
new person; my foot trouble has disappeared and my former 
nervousness is all gone.” 

Within a few weeks this customer came in again for a dressier 
pair of shoes, and shortly afterward when she needed a pair of 
evening slippers she came back and so on through the year. 

She never again questioned either the size, style, or price. 
She was not only a consistent customer but a booster for the 
store. 

This story illustrates several things that interest the retail 
store. In the first place, the average physician does not carefully 
examine and diagnose cases of foot trouble: just says ““Rheuma- 
tism or Neuralgia, take this dope—Good-by.” 

In order to properly handle foot appliances it is necessary that 
one man have charge of fitting the appliances, and this man must 
be familiar with human foot anatomy and also with human 
nature. 

Every sales person should have at least enough knowledge of 
feet to detect a case of foot trouble and then turn the customer 
over to the foot comfort man. 

Too much stress cannot be put on the necessity of every sales 
person knowing human feet. The store who delivers that service 
not only gets but holds the business. 





Joe Milo’s Shine Store 


It Has a Plate Glass Front and a Window That 
Is Fixed Up Fine 


Joe Milo, who runs the swellest shoe shine stand in Lynn, 
makes a specialty of window displays that attract many of the 
best people to his store which is on the street floor. It has a 
plate glass front, and in the window Joe Milo always shows 
The other day he displayed a pair of 


something attractive. 
Each one 


army oOfficer’s boots, knee high, and of finest leather. 
shone like a polished mahogany piano. They showed the sort of 
shoes that army officers wear; also the sort of shines that Joe 
Milo puts on shoes. 

It is an excellent example of a shoe shine merchant using his 
window to good purpose for advertising. 





Luxuries as usual mean a victorious Germany. Save—save. 





Thrift and patriotism are synonymous. 





























Beauty and Artistic 
Harmony in Store 
Equipment— 

counts for a great deal in suc- 
cessful merchandising. Mate- 
rials and workmanship equal to 
long, hard usage, count for 
economy in the equipment se- 
lected. 

Be sure you have these two es- 


sentials right. Take an inven- 
tory of such equipment as you 





Ne. 4241 , 
SHAKESPEARE CHA ° 
a— are using now. It may be— 


Money in Your Pocket 


to scrap what you have, and see 
us about the installation of new. 
There is such a thing as keeping 
things too long, especially about 
a store where service capabilities 
are estimated by the signs shown 
of progressiveness. 





Ask “Streit” to tackle your 


store equipment problems. No. 4250 
FITTING STOOL 


Extensively Used 








C. F. STREIT MFG. CO. 














1047 Kenner Street 
CINCINNATI OHIO 
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Your Star Salesman—Your Window 
Keep It Bright and Attractive and Watch the Results 


By S. M. JENNINGS—The Polay-Jennings Fixture Co., Chicago, Ill. 


URING the last six months the fact has been especially 

noticeable that shoe merchants have awakened to the 

advertising importance of their show windows. One 
well-known shoe merchant of the Middle West put it this way: 


“If you had a star salesman, he would naturally be well 
groomed, alert, forceful, with a distinct and attractive 
personality, for just these qualities would place him 
above the average salesman—would make him the 


2” 


‘star. 


So it is with your windows. You can make every one of them 
reflect your personality and by clever, well-thought-out window 
devices develop the selling power of each one to a high degree. 

It isn’t just the findings or the shoe you show that brings the 
customers in through your doors. It is the manner in which 
these articles of merchandise are displayed and the accessories 
used to complete the display. 

Neat, up-to-date fixtures—simple, appropriate background, 
clever show cards—all in harmony with the central idea of the 
window—will quietly but surely combine to effectively display 
the goods that are being sold. 

It is almost unnecessary to say “Don’t crowd your windows.” 
The modern shoe merchant knows by this time how small are 
the results obtained from an overcrowded window. You might 
as well throw your shoes or findings into a bushel basket and 
expect a volume of sales—although you would probably sell 
the basket. 

Shoes in themselves are not the most decorative item in the 
world. But-tastefully displayed, they make a most interesting 
and sales-producing window. 

Use Modern Equipment. By this is meant equipment that 
allows shoes to be arranged properly and in a manner that might 





be termed “‘eye-catching.”” The color harmony of the window 
is important—the stand and fixtures are important—the floor 
of the window is important—in fact, there is not one item of a 
good window trim but what must be carefully planned in advance. 

There are firms who manufacture shoe store window equip- 
.ment who have made a particular study of this branch of window 
trimming and who are only too glad to acquaint the merchant 
with their ideas. 





I have found in my experience that the average merchant often 
hesitates to purchase new equipment for his windows, feeling 
that he already has sufficient fixtures, flowers, valances, etc. 

But here’s the point. Are these articles of equipment fresh 
and new? Are they like a new battery full of life and snap or 
are they, when tested, run away down and in need as it were of 
recharging. 

It is just as impractical for a merchant to use his old window 
equipment year in and year out as it would be for him to wear 
a straw hat Summer and Winter. 

Times change—merchandising conditions change with them. 
Therefore, the: progressive merchant who keeps his window 
properly trimmed, alive and snappy, is generally the man who 
has the best rating and a man whom his competitor very much 
respects. 

A few suggestions as to window trims much favored by display 
men today may not be amiss. 

The inlaid glass top plateau with inlaid glass top shoe stands 
to- match is striking. This allows for the use of color effects 
underneath the glass, thus giving the necessary life to the window 
at all times with a complete change of color effects as desired. 
Also the window may be trimmed in units. 

Then there is the plateau upright, consisting of an inlaid glass 
top plateau with back piece holding shelves, which are adjust- 
able for either high or low shoes. This method means an equal 
distribution of shoes throughout the entire window. I would 
advise the use of. light colored fixtures either in light Circassian 
walnut, old ivory, silver French gray or solychrome copper. 

An investment in modern window display equipment is just 
about as safe as buying Liberty Bonds—both will pay a nice 
dividend at the end of the year and a merchant who takes the 
initiative—who really goes after business in his locality—-must 
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EADY SELLERS! You'll need a good stock to keep up with the demand 
for EAGLE BRAND Shoe polishes. Known everywhere: For their 


high quality! For their never-failing repeat sales! For their money-meaning 


value to merchants. 
“EAGLE BRAND” 


Full stock! Immediate shipments! Place your orders for ‘‘Eagle Brand’ Now! 


The American Shoe 
Polish Co. 


CHICAGO - - - 
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impress his customers and prospective customers with the fact 
that he will use this same initiative in buying the best and most 
stylish footwear and the most necessary findings. And this 
merchant will also prove to be one who believes in or gives 
service. 

So brighten up your windows, Mr. Shoe Dealer, keep them 
clean, clever and prosperous looking and you will ‘be surprised 
to note how many new faces your “star salesman”—your win- 
dow—will bring into your store. 





Window Decorating of Today 


Article by Charles L. Brown, Display Manager of Leopold 
Morse Company, Boston 


The method of window display of today has developed into a 
wonderful art as compared with what it was twenty-five years 
ago. Today it is a scientific combination of thought and study. 
Every business house of today is judged somewhat like a human 
being, as a man or woman is judged more or less by their personal 
appearance. Their clothes reflect their individuality. So it is 
today with the window displays; they reflect the store. As the 
people of today take more notice of window displays than ever, 
if the window displays do not interest them how are they ever 
going to get the people inside? 

Show windows today are working night and day, never ceasing 
to do their duty, therefore it is most necessary that they should 
be at all times absolutely correct. In order to attract the passer- 
by you must have something that interests him. You never 
can tell just what there would be that would stop him. You 
can hear every day the remark, “Have you noticed so and so’s 


displays? They are beautiful.”” What is better advertising than- 


to have your display talked about by the man on the street. I 
know~of many times when someone has asked for goods that 
he has seen in our windows after they have been taken out from 
two to three weeks. 

If the display man will only pay as much attention to the 
small details as he does to the large ones his work is bound to 


spell success for him. How many times you see dirt, dust, and 
soiled display signs and many other little things that have been 


overlooked that take away the beauty of what may have been a 
It is the man who is always studying and 
The 


wonderful display. 
watching his work at all times who is the successful man. 
correct blending of colors, a little touch symbolic of the season, 
and suggestions of the happenings of the day added to his work 
are what constitute the wide-awake display man. 





Keep Shoes in Condition 


An Example from the Battle Front for the 
Civilian Trade 


Would you stand behind the boys in the battle line, and help 
them to conserve leather, and secure good and proper footwear, 
even as they are doing? 

Then listen to this story, told by a maker of army shoes: 

“The boys going into the front line trenches God help them, 
have their squires of shoes, even as the Knights of King Arthur, 
in the brave days of old, had their squires at arms. 

‘‘When the lads go to. the front, they put off their marching 
shoes, and put on their heavy trench shoes, built for wear in the 
soggy, wet trenches, and not for marching. 

“The marching shoes, which they take off, are sent to the 
army shoe repair shops in the rear, and are cleaned, and repaired, 
and are made to look like new, for the boys when they come back 
from the front line trenches. 

“Then they leave off their heavy trench shoes, and these, too, 
are cleaned, and repaired and made like new, for the boys when 
they go back to the front line trenches. 

“Always are their clean shoes waiting for them, when they 
come and go from the ‘trenches. 
them. But it helps them in their great service they do for us. 

“They need all the leather we can give them. So let us con- 
serve our footwear at home. 
is to keep our shoes clean and fresh, and repaired, and made to 
look like new, as the squires of shoes for the soldiers in France 
do for the shoes of the soldiers.” 





“Did It Ever Happen to You?” 





AND THE PRICE YOu NAMED 
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But “NOTAING DOING" 
HE “COULD BEAT YOUR PRICE 
TO A FRA2ZLE” 


AND YOU EXPLAINED CAREFULLY 
THE ECONOMY OF FIRST CLASS 
MATERIAL AND THE BEST 

CRAFTSMANSHIP 








It is a small service we do for 


And one of the best ways to do it 








*~ 
AND YOU PATIENTLY WENT ALL HE AGREED TO LET YOu 


OVER THE GROUND AGAIN 
UNTIL 









HAVE A TRY- UNDER PROTEST 





AND THE GOOD SERVICE You AE AAS BLOWEO ABOUT FE EVER 
GAVE AIM MADE THE SLOP-SHOP| SINCE AND CAN'T BE PRIED 
WORK AE AAD BEENGETTING LOOSE FROM Your STORE. 
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SHOE FIXTURE 
CATALOG 


Just off the press. Shows the entire 
tine of POLAY-JENNINGS Fixtures. 
All new! Latest creations of D. A. 
Polay! Many attractive and valuable 
suggestions of shoe trimming. 











THESE FIXTURES PAY DIVIDENDS! 


high-grade fixtures—that’s why they use 
POLAY-JENNINGS Fixtures. 

POLAY-JENNINGS Fixtures are the BIG- 
GEST little investment a merchant can 
make. The dividends are SURPRISING. 
Let us prove it to you. Send for New Catalog. 





Nothing so attracts customers INTO the 
store as clean, attractive, uncrowded win- 
dows. A good display is next to-a sure sale! 
Merchants like O’Connor & Goldberg, 
Grossman Shoe Co., I. Miller and others 
realize the great selling possibilities of 


P olay-Jennings F ixture Co., 1009 Blue Island Ave., Chicago, Ill. 
“HUBTIP™NO METAL TIP” an 










WOVEN TIP? SHOE LACES 


HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 











BEST BRAID- 


BEST TIP 





No Metal Tip to a off or fray out. 


No Metal Tip to wear tinny. 


UBTIPS always stay on the lace. 











' Women’s or Men’s od P - ~—— or —— 93.00 
27 in. per gro. Strings .. . .$2.75 in. per gro. Strings .. . .$3. 45 in. per gro. Strings... $3. 
30 iid c ‘77 “ iT a a 2.85 40 77 7) iT) ir) a 3.60 54 ee oe (T7 it ne 4.30 

Sa: re 18 pair 36 in .......-.. 
F ASSORTMENT CABINET 24° 45" .......... $93.65 18 * 40 ooo... eee $3.75 
2 2 ee eé 18 45 “eee eee enee 
48 pair MOE viccceak naan ) $3 50 12 Me thvecthia bere | eae tae 
2 B® on... neo B A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in........... ORDER A TRIAL CABINET 
36 pair 36in........... on nwieatiains } 93.70 “—- 
36°" 45‘... $8860] gw gg Tir TT COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.-- 











Mfrs.--Boston and Chicago, U.S. A. 
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a PAD YOUR TONGUES 
ODITE” 


MARK 
REG U. S. PAT. OFF. 


Shoe Lacing Hooks 


It will save sales by making the shoes fit better around 
the ankle and instep. The double thickness prevents 
the laces and eyelets from hurting the foot. High cut 
$1.25 per doz. Oxford 75 cents per doz. Retail 25 and 
15 cents. 


H. W. Ramsay & Co., 143 Federal St. Boston 





M. M. RHODES SON CO. 
TAUNTON, MASS. 
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Trade Promotion Work Goes Steadily On 


HE Trade Promotion work, started some time ago by the National Leather & Shoe Finders’ Associa- 
tion, goes steadily on. Director Knapp is still continuing his visits to the jobbers in the different 
districts, and expects to keep up this good work indefinitely. 
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Up to the present time over 6,000 shoe repairers throughout the United States have signified their 
interest in this campaign and their names have been placed on the interested shoe repairers’ list, so that 
from now on they will receive personal attention from the director’s office. 
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At the present time Director Knapp advises that he has in the course of preparation an account book 
which is especially compiled for use in the shoe repair shop. The Trade Promotion Bureau feel that this 
is a matter of great importance to the shoe repairer, feeling that if he is able to keep a close account of his 
business and ascertain what it is earning for him each month, it will not only be a great source of satisfaction 
to the shoe repairer, and encourage him in his work, but it will also help to bring that unit of the trade up 
to a higher business standard. 
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The director also has in the course of preparation several concrete suggestions which he will offer direct 
to the interested shoe repairers showing them how they can arouse interest in shoe repairing in their im- 
mediate neighborhoods, and thus increase their business. 






There is also in the course of preparation a patriotic poster which will be gotten up in the National 
colors and sent free to every interested shoe repairer on the Trade Promotion list. This poster is given to 
the interested shoe repairer as a compliment for his interest in the campaign. This poster will be mailed 
out to the shoe repairers within the next two weeks. 
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Did You Know That 


Public [Libraries and High Schools are using ‘““The Shoe 
and Leather Lexicon’’ as the standard reference book on 
the shoe ond leather industry? 

The Lexicon defines and illustrates 
every trade and technical term used in the shoe ana 


Trade Marks in Foreign 
Countries 


Do you Sesite. oe Importance of Protecting your Forvign 
Trade in Cuba, Mexico, the South American Countries and also 


leather business,from the raw product of the tan- 
nery and mill through all processes to the 

shoe. It contains correct anatomical drawings of 
the foot, tables of foot and last measurements, 
standard carton sizes, classifications of leather, and 
standard size lengths of last measurements. 


You my Meek a Copy in Yo 
Price, 40 & F Co. ee Fee $100 $1.00 


Boot and Shoe R Ressler “Publishing pig Bis 


207 South Street, Boston 


in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark to the first applicant, irrespective of 
prior use by another. This allows the piracy of valuable trade- 
marks in such countries. 

The Boot and Shoe Recorder maintains a Patent and Trade- 
mark Department fully equipped to poe handle your ap- 
plications for Reatemalion of Trade-marks in all Foreign Coun- 

as well as in the United States. Address all Inquiries to 
Boot and Shoe Recorder Patent and Trade-mark Department, 207 
South St., Boston, Mass. 
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Our latest accomplishment in beautiful and practical 
Jacobean Period fixtures 


A copy of our new catalogue will be sent you for the asking 
Make your windows attractive and draw trade to YOUR store 
A display with our fixtures makes business brisk. 


POLAY FIXTURE SERVICE, Ine. 
511 N. Halsted St. 


CHICAGO 














ONE HUNDRED PER 
CENT PROFIT 


is made on 


SELF ATTACHING 
SHOE LACE TIPS 


Put on by hand—no tools required. These tips 
are selling big—they’re a brand new idea— 
sensible, attractive, permanent. Cost $1.50 per 
doz., set of 4; sell at 25c. per set. 


epar and nae N 


ace until it shows. 








They won’t come off—they make the lace exact | 
length needed —they’re stylish and convenient. 
Get them from 
H. W. RAMSAY & CO. 
The up-to-the-minute findings’ wholesalers 
143 Federal Street, Boston, Mass. 


























Make Buyers Out of Passersby 


Our period design fixtures make most attractive 
shoe displays possible. 

That is one reason why Hugh Lyons’ fixtures 
are found in the better class of shoe stores from 
coast to coast. 

Our supplementary catalogues, in which are 
shown our Adam, Queen Anne, Chippendale and 
William and Mary designs, will be sent you upon 
request. 





HuGH LYONS & COMPANY 
20-4, 0 ae = 1 Om 2 Ol Os ae ©) 2 ~ 7-039 8-2-9 =) 


LANSING —- MICHICAN 
SALESROOM CHICACO SALESROOM 


NEW YORK 
STREET 234 S. FRANKLIN ST 


35 WwW. 32nd 





















The Strongest and Most 
Durable Heel Plates On 
The Market Today. 


Warranted Unbreakable. 


All Sizes in Stock For 
Prompt Shipment. 


SHOE LACES 


Silk and Mercerized. 
All Colors and Lengths. 


SHOE POLISHES and 
General Shoe Store 
Supplies 


The Lincoln Co. 


1508 Washington Avenue 
St. Louis, Mo. 





























Make Your Windows 
Do Their Best Work 


An attractive looking window display is an im- 
pelling force to create the buying impulse. 


Crystal Fixtures arrest the attention of the passer- 
by without being so conspicuous themselves as to 
detract from the goods displayed. 


Dignified looking high class fixtures that are easily 
kept clean and bright. 


Write for Discounts 
Catalogue 9 


Can ship immediately from stock 


Crystal Fixture Company 


359 Monadnock Block 


CHICAGO 
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| A. PHILLIPS &CO., I... 


902 Broadway, New York, N. Y. 














Manufacturers of 


SPATS 


We have desirable lines and 
colors in Kersey and Felt Over- 
gaiters for IMMEDIATE 
DELIVERY at 


Prices that must 
interest you 
Just drop us a line today and 
we will be glad to introduce you 


to a few of the best sellers for 
“the coming season. 
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are getting America’s Supreme Shoe Laces. 














BEADED TIP LACES 







imitations, questionable quality and fraud. 






materials, colors and workmanship. 


Look for that Trade-Mark 
BEADED 


ana eate 











ane 
Po oe os 
















A trade-mark isn’t worth the paper it’s printed on 
if there isn’t the quality to back it up. We're 
proud of our trade-mark BEADED because we’re 
proud of the quality it represents. It means you 


means that you are getting the original—the Real 


That’s why we are always telling you to be sure 
that trade-mark BEADED is on the wrappers of 
the laces offered you. It’s your protection against 


It means dependable quality, uniform quality—in 
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Jriends: with Lhe’ Indians 


Columbus Shoe Polish has made friends with the present-day 
inhabitants of America-—-stands well in their favor. 


The shoe merchant who sells this standard brand of Shoe 
Polishing Paste will find his customers coming back for more. 





made 


Because: 

1. **COLUMBUS” Brand is a real. food for leather. 
2. A more lasting *‘ shiny-shine”’ is secured. 

3. There are more shines in every tin. 

4. Does not dry up when covered. 


Made in the sizes 34 oz., 14% oz., 3 oz. and 4 oz. 
Colors: Black, Russet, Ox Blood and Brown. 
You get delivery — no delays —no hold-ups. Just write us today. 


COLUMBUS POLISH MFG. CO., Ine. 


23 BEAVER STREET ° NEW YORK CITY 





+— 
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2 X2212 
= —Gun Metal Bal., 
= American Welt, Single 
: Sole, Dull Top, Col- 
lege Last, 5 wide 
: Price, $2.60 

























X1512 

—Gun Metal Bal., 
Dull Top, American 
Welt, Neolin Sole, 
Plaza Last, 5 wide. 


Price, $3.00 


— ga sr 





. 
Sees teseccccccccceceecuceOUESUECUSSCESSESSESESSEREEEEeAeEeeeeEEE 


Priced Well Below 
Their Replacement Value 


We don’t have to tell Read the descriptions 
you how prices are —note the prices again 


ae and reckon what this 
for these two men’s chance means to you 
models. in the way of profit. 


We have a limited number only—so act now. 


Parker-Holmes & Company 
Boston, Mass. 


“The House That Helps’’ 

















| ene 
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BOYS’ and LITTLE GENTS’ SHOES 
for SCHOOL DAYS 


READY SEPTEMBER Ist 


Real Values in Snappy, Durable Shoes 





a Stock No. 


4001—Boys’ Gun Metal Qt. Fox Blucher, 
Mat Side Tops, Full Toe. Sizes 1 to 5%... .$2.171% 
4001—Little Gents’ Gun Metal Qt. Fox Blu- 
cher, Mat Side Tops, Full Toe. Sizes 9 to 
| RS I Re err ea ree e- 1.724% 


(oj 


(a) 


fa) 


: 

@ 

4002—Boys’ Gun Metal Bal, English Last, 

ai Mat Side Tops, Eyelets to Top. Sizes 1 to 

lish Last, Mat Side Tops, Eyelets to Top. 
iS ere rer Aw 1.721% 


i) 


ee) 


Miata saadeildyssc44daa tele) cee 2.171% 
4002—Little Gents’ Gun Metal Bals, Eng- 
4003—Boys’ Cocoa Brown Bal, English Last, 
Eyelets to Top. Sizes 1 to5'4............ 2.35 
4003—Boys’ Cocoa Brown Bal, English Last, 
1-Piece Grain Innersoles, Guaranteed Box 


PECU OC OOOO OOO OOOO OOOO 


Sold in case lots only Prices net 30 days 


Sample Offices Sample Offices 


swerectcame.  WICTORSHOECOMPANY = “ries. 


oom 
Graham Bldg. 


ee yl Ave. SALEM, MASS. ey ye 
Louisville, Ky., In Stock Department, 212 Summer Si., BOSTON ‘iii 


22 Kenyon Bldg. 114 W. Plume St. 
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TANDARDKID 


“STANDARD. TAN TO ITS NAME | STANDARD, 
oer’ | ‘> IT'S STANDARDIZED. / KID 


{cea SELECTIONS 
Or cy 








Why We Named ‘It 


H 

| STANDARD KID 

. 

i AREFUL selection all the way through—from raw 
, stock to finished material—is the basis on which 


STANDARD KID is manufactured. 


It would be relatively easy for us to be less particular, and 
get away with it. 


We could “dope” the finish and color of Standard Kid so 
] it would look all right until the “dope” wore off. 





But instead we use pure Aniline Dyes through and through 
: each skin. 


STANDARD KID is made, in short, on the highest stand- 


ards only. 


So what more fitting name could we apply to it than 
STANDARD. 


Standard Kid Mtg. Co. 


MANUFACTURERS OF 
Black, Colored and Patent Glazed Kid 


207 South Street :: Boston, Mass., U.S.A. 


Factories at Wilmington, Del. 





AGENTS 


CHARLES A. BRADY GEO. A. McGAW F. W. BAILEY & CO. 
Rochester, N. Y. Chicago, II. St. Louis, Mo. 























BOOT AND SHOE RECORDER 


Aug. 10, 1918 











THE BEST WAY OUT 


Let’s be frank with each other. As con- 
ditions exist now you can hardly hope 
to get the same service as in normal 
times; nor can we deliver it. Yet we do 
believe that we are doing as good as 
conditions will allow. Please therefore, 
when submitting orders, consider that 


we haven’t been spared from the handi- 
caps that confront all manufacturers. 
There may be delay in shipping; there 
may be shortage in the styles you want; 
there may be many things that will dis- 
appoint you. But at all times 


BE A BOOSTER 


Don’t kick unnecessarily. We are all 
doing our best. Be patient; be indul- 
gent. You are living in a far different 
world, and a readjustment is in order. 


It isn’t a question of going to the next 
fellow. He is in the same boat. It’s 
heavy going all around. But lend a 
hand to the oars and 


PULL WITH US 


We value your business and we can give you the kind of shoes you need; we know 
that you are reasonable and fair and we certainly appreciate it. So let us understand 
eachother correctly and business relations between us will be pleasurable as well as 


profitable. 


Diamond HhosC 


STOCK DEPARTMENT 


196 CHURCH STREET 


NEW YORK 
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litrote Styles 
the kind that Wash 
ingion recommends, 
be found in our 
line of women's.o.> 
oo May footwear 


And there's lots of’ 
snap to them, too. o 


Allen, Foster Bridééo . 
—Mass 
Boston Uffice-20 Essen St 
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“TF CARRY ‘Onyx’ because it is 
sold before I buy it,” said one 
of our long-time customers. 


Can you think of a better reason 
for selling 


“Onyx” Hosiery 


“It’s a give-and-take proposition,” 
he went on, “‘Onyx’ is the best 
known hosiery in the world and 
it measures up to its reputation 
for value. 


In selling ‘Onyx’ I get credit for 
the good results ‘Onyx’ gives and 
profit accordingly.” 


Emery & Beers Company, inc. 


Sole Owners of ““Onyz’’ Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


PHILADELPHIA OFFICE BOSTON OFFICE “CHICAGO OFFICE 
1033 Chestnut Street 31 Bedford Street The Lytton Bldg. 
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HOLTERSHOES 
For Spring 


Nineteen - Nineteen 


are unusually smart in appear- 
ance——up to our well known 
standard for workmanship and 
service and most reasonable as 
to price. 


In announcing the early depar- 
ture of our road men for their 
territories we do not hesitate to 
ask you to reserve your orders 
until you see what we have to 
offer. 


Just wait and see. 


THE , 


HOLTERS COMPANY 
CINCINNATI — 


Write for your copy of 
“In Stock” Catalog 





This Announces 
Ex-}{ror Top Lift 





Rex-Hide Rubber Mfg.Co. 


Manufacturers of Fibre Soles and TopLifts Exclusively 


ned East Brady. Pa. 

















hee producing the superior Rex-Hide Fibre Sole 
we realized the need also for a higher grade 
composition TopLift. We are now prepared to 
place on the market a TopLift which is a fitting 
companion for the Rex-Hide Sole. Like the Rex- 
Hide Sole the Rex-Hide TopLift offers advantages 
which make it more desirable—because it is more 
economical, works up better and wears longer. 


Reasons for the 
Rexfiize Top Lift 


Cuts out without chipping. 

Harder than leather. 

Slugs without splitting. 

Wears longer than leather. 

Lays snugly against breast of heel. 
Takes a perfect edge finish. 
Furnished with rough surface back. 








We say without hesitation that the Rex-Hide TopLift is the equal in quality 
to the remarkable Rex-Hide Sole. Think what the above features will mean 
_ to you—in your production work—in wearing qualities on your shoes. 


Far superior to leather—yet sold at about half the price of a fair leather lift 
—surely you must appreciate the logic of using Rex-Hide TopLifts. 


Further information if you’ll write us. 


RexHide Rubber Mfg.Co. 


Manufacturers of Fibre Soles and TopLifts Exclusively 


oe East Brady, Pa. 
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When a White Shoe comes into 
your Store — get down a Case of 















The WHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“*Blanco’ keeps White Shoes White” 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 


shoe to put it on. 


It Whitens; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 
in a moment. No trouble, no “ messiness.” 
Clean and Handy. 


You don’t have to stock “Blanco,” 
you just sell it— or rather, it sells itself ! 
Blanco’ means good profits and quick profits. 


Ask your Jobber for Supplies. 











Manufactured by 


JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England. 
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cKAY STYLES THAT WILL HELP WIN THE WAR 


It is our desire to help the Administration 
n every way we possibly can, in conserving 
materials and in en- 
couraging economy. 










MATERIALS 


E are doing our 

bit by offering 

the trade a line of shoes 

that can be sold at very 

reasonable prices to the 
masses. 


E use only good, 

serviceable ma- 
terials, believing that it 
is true patriotism to 
make a shoe for service 
as well as for looks. 


ECONOMY | 





THESE SERVICEABLE SHOES AT MODERATE PRICES 
WILL HELP ALL THE PEOPLE 


i 





MITCHELL-CAUNT CO. 


FACTORY, LYNN, MASS. BOSTON OFFICE, 72 LINCOLN STREET 
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ACTUALLY WASHABLE 


REAL CHROME TANNED 


THE WHITEST WHITE 


LEVOR GRAIN KID 


MADE OF CABRETTA SHINS 


a(t) A oe dol | 
ASK YOUR NEIGHBORS 


(CA AYO) Fe Of Oa] or 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST. LOUIS: LEATHER EXCHANGE BLDG. BOSTON: I45 SOUTH ST. 
JOHNSON, STEPHENS & PAT TON LEATHER CO. THE G.LEVOR COMPANY 





pial cates 

















Aug. 10, 1918 BOOT AND SHOE RECORDER 


Buyers’ Easy Reference Directory 





Original 
Chippewa 
Shoes 


A Big Saving on Pumps 

IFTY cases stylish, —— atent leather 

pumps, 17-8 fi Louis h uminum plate, 
ready to deliver, A to D. ~* case lots. 









Boston Office, 117 Lincoln Street CHIPPEWA SHOE MBG. CO., Chippewa Falls, Wis. 


UCHRGRURUURORQGEOHOUROCGRRCOCRGORRURORRCRORRRORR 


PRICE $2.75 

These shoes cannot be made up for less than $3.25. & Snappy Lasts 
Here’s a bargain. How many cases do you want? & Chocolate 
Be quick! = 

N.B.—A few cases of light and dark tan calf : + agp 680S 

pumps on floor. Get our prices. 2 Case Lots All Sizes 

Write or Wire = 6808. 6 in. Oak Sole, Goodyear Welt ...........+-.- $3.60 
° = a inex le, Rubber Heel...............0% \< 

MALBON SHOE CO., Haverhill, Mass. = ane A CASE TODAY Send for a Catalogue 














r 




























$5.00; Galion, $7.50. 


New York Shoe Dyeing Co. 
118 W. Broadway, New York, N. Y. 


Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 


Our Motto— = = 
Children’s Shoes of = & CORDO-TAN 
Quality = i A dye that changes a faded tan or light colored calf 
= = shoe to a rich deep cordovan brown. 

In-Stock E = Cordo-Tan gives a permanent color and is absolutely 
Welt Scuffers = = uniform.- It will make money for you. Send for 
5-8 8-11. = = 50c trial package, with 10c added for parcel post — 

Patent or : = NOW. 

Cap Mates = = % Pints, 75c; Pints, $1.50; Quarts, $3.00; 44 Gallon, 























— 
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Trade Mark Copyrighted nas a un 

ee TTT neneeesueninn, que MTTTTTTTTTTT TTT TTT TTT 
| Coburn = (\ | | BAREFOOT SANDALS 
= Trolley Ladders a. ¥ — 
= are simple, efficient, inexpen- FH = P LAY SHOES 
= sive, saving time in sales effort. = & . : : 
Beige Saapeay ¢ 2 5 We can make immediate shipments 
= sketch of your store interior, = = of some very desirable numbers. 
= showing shelves to be reached = = Write us for details, or tell us your 
= and let us tell you the cost. 3 = needs. 
= Catalogue on request. EB 5 
= Coburn Trolley Track Mfg. Co. = & Lai aing, Harrar & Chamberlin 

HOLYOKE, MASS. = ; 43 N. heme Street Philadelphia 








} seOnnnas 





WRITE FOR DETAILS 
Of Our 
10-DAY FREE TRIAL 
For Your Customers 





Absolutely Fireproof 


Hotel Chelsea 


West Twenty-third St., at Seventh Avenue 
EW YORK CITY 


500 ROOMS EUROPEAN PLA 400 BATHS 
Room with adjo' bath, ‘1. 00 and $1.50 
Room with vate bath, 









‘0 Reach Ho’ 
From Ee. — Seventh Avenue car south to 
Lhe ag Stree’ 
d Central, Fourth vtien car south to Twenty-third 








Combination Adjustable Street. 
OOT ARCH: Lackawanna Erie, Reading, Baltimore & Ohio, Jersey 
F (Patd.) Central and — Valley R. R. Siattons, sane T Twenty- 
Flexible, Cushioned, No-Metal. Style Principal St Plots foot West Twenty-third. Street, 
Also Our Introductory Offer to You. No. 273 take Twent Street crosstown car. 
WRITE FOR ‘COLORED MAP OF N NEW YORK 
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NATHAN ANKLET SUPPORT CO., * "e*49,8t-,¥- ¥- ©. 
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The Profit Column 


The retailer whose profit column shows steady 
development and marked increase is the re- 
tailer who is catering to the trade of the Union 
man. 


The Union man today is earning higher wages 
than ever with steady employment in every sec- 
tion of the country. 


You, Mr. Retailer, who are not catering to this 
trade, should carry shoes bearing the official 
stamp of the Boot and Shoe Workers’ Union, the 
only shoes acceptable to the Union man and his 
family. 


Let us send you today, as a guide for future buy- 
ing, our official list of manufacturers of Union 
Stamp footwear. 


Boot and Shoe Workers’ 


Union 


Affiliated with the American Federation of Labor 


246 Summer Street _ -- Boston, Mass. 


JOHN F. TOBIN, Gen’l President 
CHAS. L. BAINE, Gen. Sec.-Treas. 


C82 Lm 


a 
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Buyers Easy Reference Directory 


A Black Beauty “a . “g 


IN STOCK 
Does not cover up but 


Ladies’ Black Kid, Full 

Foxed Imit. Straight meee quae sat 

Tip, with center perfo- 4|| dirt from white leather 

ration, French Leather Ai shoes and gloves. 

Heel, Goodyear Welt. “|\|4] Leaves them soft and 
\) whiter with each clean- 


A to E, 2% to 8. ing, and good as new. 


$5.25 THE RADIUM DYE COMPANY, INC. 
Kansas City, Mo. 

















122-124 Duane St. 
New York, N. Y. 








eo or Early Fall 


Tan Calf Oxford, 
Welt, Military Heel, 
B, C and D 
In Stock Now 


PTT 


MIRRORS 
That Are Practical 
as well as Attractive 


Streit furniture satisfies 
the most critical. Send 
for illustrated catalog. 


C. F. Streit Mfg. Co. 
1047 Kenner Street 
= Cincinnati Ohio 


Price 
$4.00 





W. T. HOLMES CO., 15 No. 4th St., Philadelphia 
TT sunnanuuuneaes 





as 


CEGERCUCEGEGUCCRCROCOOCCROROCRGDOGEGHGRCUEGRCREGRAGHRECROCRREEEE 
CODGAROURCCHOCERGRORCROCRORROCRROGERORECORCGREGRRGCCGRERCEORRS ' 
ESTABLISHED 1884 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


Wood Block Factory, Newton Junction, N. H. 
SQUUOGUQUOROGCHOOGOROR0008 nnnee 


Standard 
fine felf 
ee 


= 
— 
= 
J 








100 Reade St. 
NEW YORK 


34 Fox Button Boot 
Keller Rhodes Sole 


=IN STOCK 


Serre $1.60 
8% toll..... 1.80 
11% to2..... 2.15 
Style 590 
Tan Lotus 
Style 592 
Gun Metal 











as 
= 
we 
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- : Samples 
itted upon 


request. Ask 
oy aa Or- he-112) 


ec baterchee@cciis Commie Bancroft Walker Comp: pany 


West Alhambra California : 
New York, Chicago. San Francisco : Famous for CLEAN skoes 
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CLEANERS 


DRESSINGS 
FOR 


ors SH PRESENT-DAY [ea 
= SHOES 


4 OF COURSE 
THEY ARE 





— 








CLEANS AND WHITENS EQUAL TON 
NUBUCK BUCKSKIN, SUEDE.C ANVAS, LINEN, 
YACHTING,T ENNIS AND NAPPY b EAIHER 1 

COES NOT COVERTHE DIRT OVER, BUT CLEAN 
GUARANTEED NOT TO STIFFENOR 
HARDEN THE LEATHER OR CANVAS. 


fF SEtUTE Outt KIO 
SOMMEND 


RIFFIN WHITE KIDINE 
-GRIFFINMFECO™ 





GRIFFIN MF. Co. 
we w wenn v: USA 








LOTION CREAM in 
light tan and dark brown, 
black and white. Softens, 
polishes and cleans high 
grade tan and brown and 
black leather boots and 
shoes. It is useful for 
puttees, too. 8 oz. (25- 
cent size) $20.00 gross, 
$1.75 per dozen. Half 
pint 30 cents each, $3.00 
per dozen. Pint 50 cents, 
quart 90 cents, half gal- 
lon $1.60 and_ gallon 
$3.00. 


GLIEL Sy #08 





GRIFFIN 


+ 


SEASONABLE, SALABLE AND PROFITABLE— 
AND—THEY ARE SURE TO PLEASE YOUR 


CUSTOMERS. 


GLACE KID 
CREAM in black, 





CLEANS, SOFTENS AND POLISHES 


SUACE ip SHOES 


ane THE RAIN’ 








SOFTENS THE LEATHER | 























light and dark 
gray, brown, 
champagne, ivory 
and white. Cleans, 
colors and polishes 
all glazed kid 
leathers. This 
cream is to the 
leather what cold 
is to the 
oz. (25- 
cent size) $20.00 
gross, $1.75 dozen. 
Ask your jo x 
If he can’t supply 
you, we will. Sam- 
ples free on re- 
quest. 


thorough white cleaner 
for white kid and calf 
shoes, white gloves and 
belts. Leaves leather soft 
and pliable, and is not 
inflammable. Supplied in 
two sizes. Small (15-cent 
size) $13.80 per gross, 
$1.20 per -dozen; large 
(25-cent size) $21.00 per 
gross, $1.80 per dozen. 


BUCK WHITE 
CLEANER 

A thorough white 

buckskin and can- 

vas cleaner, not a 


whitewash. Will 
renovate equal to 


$13.80 


gross, size 
61.80 dozen, $20.50 
gross. 25c size in 
neck box. 


Cc 
GRIFFIN Mi, 


NEW YOR Us 
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A. Message to Our 


Dealers 


OU, who have been selected 
as Johansen Dealers under 
our recently announced plan of 
stock apportionment, are to be 


congratulated. 


eaen thar, ten AI hs | 
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To you we offer our sincere thanks be- 
cause you have confirmed our faith in the 
policy of rendering individual service. 
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Your prompt and whole-hearted co- 
operation in our new plan of stock distri- 
bution makes possible an organization of 
retail dealers unique in the history of the 
shoe industry. 
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The Johansen Factory Organization and 
the Johansen Dealer Organization are a unit 
in producing and distributing —a manufactur- 
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ing and selling organization so co-ordinated 
that it gives you your own factory and us 
our own selling corps. 
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We can work together as one individual 
making and selling his own product. We 
can work for and with each other without in 
the least conflicting with the other lines of 
women’s shoes you sell. The benefits to be 
derived mutually are so numerous and 
obvious that they need no comment. 
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A meeting of Johansen representatives, 
at which the new plan of distribution was 
enthusiastically endorsed, has just been held 
in St. Louis. Within a few days these rep- 
resentatives will leave for their respective 
territories with a complete line of Johansen 
In-Stock samples for Fall. 
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Are you a Johansen Dealer? 


Makers- Women's Shoes Exclusively. 
Saint Louis. 


jane nsen Bros. Shoe Co. 
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The Future 


Footwear 





ANY Army and Navy 
surgeons have expressed 


very decided opinions regard- 
ing the evil of pointed shoes. They 
believe that the shoes of the future will 
be made more in keeping with the normal 
lines of the foot. 

It is true that men who have learned 
what solid comfort means in Army Shoes 
are buying Educator Shoes for civilian 
wear. 

Don’t overlook the fact that these men, 
and thousands more of them, are going 
to buy their shoes of the retailer who 


sells Educator Shoes. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 


Educator Shoes 
are Carried in Stock 


by these Distribut- 
ing Houses: 


The Rice & Hutchins New 
York Company 

The Rice aE Hutchins Bal- 
timore Comqeny 

The Rice & Hutchins At- 
lanta Company 

The _ & Hutchins Chi- 
cago Compan 

The Rice a Hutchins 
Cleveland Company 

The Rice & Hutchins Cin- 
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